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Che feed 


HE function 
of a business 
paper is to 
stand at the 
right hand 
of the reader 
for whom it is edited 
and help him through 
the problems which are 
connected with his busi- 
ness. These words of A. 
C. Pearson state the pur- 
pose of The Feed Bag. 
We are constantly trying 
to help our readers with 
their problems so they 
may find their interest 
in the feed industry 
more pleasant and prof- 


itable. 
D.K.S. 
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HREE divisions—malting, grain and feed—share 


Froedtert costs and enable this firm to offer 


unexcelled service on highest quality products at lowest 
available quotations. Consistently low prices, therefore, 
and the assurance, backed by resources and responsibil- 
ity which have been growing for over 60 years, that 
Froedtert will deliver what you buy are attracting a 
steadily increasing number of satisfied customers. When 
in the market for grain or feed it will pay you, too, to call 


or wire Froedtert at either Milwaukee or Minneapolis. 


FROEDTERT GRAIN MALTING Co. 


GRAIN and FEED 
MILWAUKEE MINNEAPOLIS 
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All ONE Car 


OLD MEDAL Dealers unload a full line of Man- 
ufactured Feeds, Mill Feeds and Flour— All from 
ONE Car! 


They operate under the Gold Medal Mixed Car Plan— 
the modern common-sense method of purchasing feeds 
and flour — the plan that not only works for their con- 
venience, but saves them money in 6 different ways. 


1—They do business on less capital. 2—They triple 
their turnover, getting 3 profits instead of 1. 3—Their 
stocks are always fresh. 4—They need less warehouse 
space. 5—They lower their inventory. 6—They offer 
their trade the highest quality merchandise under the 
best known and advertised brand ‘‘Gold Medal”’. 


WASHBURN CROSBY COMPANY 


OF 
GENERAL MILLS, INC. 
KANSAS CITY BUFFALO 


why not now? 


MINNEAPOLIS 


“FARM-TESTED” 
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Their purchasing dollars are a/] working for them, not 
tied up in surplus stock waiting for purchasers to turn 
them into profits. Instead of buying 3 cars, one each of 
Manufactured Feeds, Mill Feeds and Flour, Gold Medal 
Dealers simply buy ONE CAR that contains all items. 
Their purchasing dollar does the work of three! They 
sell feeds that are Farm-tested for profit to the feeders. 


The Gold Medal Mixed Car Plan is just one of the many 
Gold Medal features designed to increase dealer profits. 
It is simply another indication of the co-operation which 
the World’s Leading Milling Organization gives its 
dealers. Write for particulars about the Gold Medal 
Franchise in your territory—find out the full list of rea- 
sons why Gold Medal is the most profitable line to sell! 


© G. M. Co., 1932 
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financial responsibility and established business in- 
tegrite. When buying—feed, grain, allied products 
and machinery—don’t forget to boost The Feed Bag. 
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Milwaukee’s 
Smart Hotel 


Conveniently located, offer- 
ing rates in keeping with 
present times...the Hotel 
Schroeder also affords 
splendid service, excellent 
food...and a certain *“‘smart- 
ness” found in no other 
Milwaukee hotel. 


Whether you are a overnight 
guest...or merely dancing to 
the tunes of a famous or- 
chestra in the Grand Dining 
Room after-the-theatre...the 
decidedly different atmos- 
phere of the Hotel Schroeder 
will appeal to you, too. 


HOTEL 
SCHROEDER 


Walter Schroeder, President 


Are you 


TAKING 
ADVAN TAGE 


of the favorable position of 
the poultryman? 


Poultrymen this year are making money on 
the improved ratio of egg prices to feed prices. 
Laying mashes are in demand. A big chick 
season just ahead will boost starting and grow- 
ing mashes, too. 

Get your share of this business. If you’re 
putting out your own brand of mash to your 
trade, remember that 


Diamond 
Corn Gluten Meal 


is a first class ingredient. Over 40% protein. 
Over 80% total digestible nutrients. Less than 
4% fibre. Vitamin-A potency. Use Diamond 
as a source of protein to replace part of the 
animal feeds. 


40% Protein Guaranteed 


For detailed information ask our salesman 
or write 


RATION SERVICE DEPARTMENT 
CORN PRODUCTS REFINING CO. 
17 Battery Place, New York City 
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Don’t Let Your Poultry Customers 
Stop Their Feeding Programs 


Present Egg Prices Increase Problems 


ELLING poultry feed to a farmer 

with egg prices at their present 

low level is like trying to interest 
an Eskimo in an electric refrigerator, 
a dealer complains. 

“Farmers come to me with a hope- 
less look on their faces,’ he said, “and 
when I mention a laying mash to them 
they turn around and dash for the door- 
way. What can I do but sympathize 
with them because I know that at the 
present prices they are getting for eggs, 
they will be lucky to break even if they 
use my feeds. I feel guilty in asking 
them to buy.” 

Egg Prices Discouraging 

This dealer is right in many respects. 
Eggs, at the time this article is being 
written, are selling at stores in Mil- 
waukee for 10 and 12 cents a dozen. 
Farmers are getting 8 and 9 cents on 
the market. Last year at this time the 
poultryman was receiving 14 and 15 
cents, a difference of six copper pen- 
nies. 

Feed prices are lower, of course, but 
not low enough to assure profit to the 
poultryman at the present market price 
of eggs. Retail prices on a good qual- 
ity laying mash during the latter part 
of March were quoted at $2.05 a hun- 
dred by a dealer near Milwaukee. He 
was selling scratch feed at $1.25 a hun- 
dred. Prices quoted by the dealer at 
this same time last year were $2.60 a 
hundred for laying mash and $1.75 for 
scratch feed. In other words, the prices 
of feeds this season as compared to last 
year have declined 21 per cent while 
egg prices have soared downward 42 
per cent. If a poultryman expects to 
operate even on the same basis as he 
did at this season last year, as far as 
his costs of feed are concerned, he 
should be getting 11 cents a dozen and 
not 8 or 9 cents for his eggs. 

Don’t Throw in Sponge 

The dealer is really on the spot. The 
egg market is against him. What can 
he do? Some dealers will say, “Forget 
about the poultry feed market. Let the 
feeder get along as best he can with 


his home-grown grains.” 

That’s the wrong attitude. The deal- 
er who adopts such a policy will injure 
his business and will harm his custom- 
ers rather than help them, as he ima- 
gines. 

Poultry farming is just as much of 
a business as selling feeds. It should 
be willing to take the “downs” with 
a grin and reap the harvest of the “ups” 
when they do come. 

The dealer has a serious responsi- 
bility on his hands. Despite the adverse 
conditions of the egg market he must 
do all he can to help his customers 
continue a proper feeding program. 

The dealer should frankly tell Bill 
Brown up on the hill that he can’t ex- 
pect to make any money on his hens 
at the prevailing egg market. 

In Business to Stay 

“I’m in business to stay,” he should 
tell his customer. “Although I am not 
making any money at the moment, I’m 
looking ahead. Better days are coming. 
If I keep my business in good condi- 
tion although I’m merely breaking even, 
I'll be in a far better position to oper- 
ate at a profit in the future. 

“Mr. Brown, you’re in the poultry 
business. The market is against you. 
There’s no getting around that. But 
you must look to the future. If you 
let your hens run down by dropping 
your present feeding program, you are 
going to weaken your possibitities of 
making profit when the market im- 
proves. It will take several months 
to build up your flock to their regu- 
lar production. The world’s greatest 
feeding experts will vouch for that. 
Stay on your present feeding program. 
1’ll work with you and help you all 
I can. Let’s weather the storm to- 
gether. Let’s stay in business or get 
out of it entirely, and let somebody 
who is wiser and more courageous 
than you and I reap the profits in the 
future.” 

After telling the customers that he 
is willing to stake his future with them, 
the dealer should get to work. He 


THE FEED BAG—APRIL, 1932 


should visit them, sit down with them 
and go over their problems. Perhaps 
many opportunities to cut costs for the 
poultryman will be discovered, but, by 
all means, the feeder should not be per- 
mitted to disrupt a good feeding pro- 
gram and let his hens run down. That 
would be costly for both dealer and 
customer. 
Halpin Issues Warning 

It is appropriate at this time to re- 
peat the words of warning issued by 
Prof. J. G. Halpin in an address before 
members of the Central Retail Feed 
association last year. 

“When egg prices are at a low level,” 
he declared, “feed dealers are faced 
with a serious problem. “Hens will 
continue to produce for several weeks 
after the mash has been taken away 
from them. They will call upon their 
stored supply of elements to keep on 
laying. But this can’t last long. Soon 
the hen’s reserve will be used up and 
she will slump decidedly. It will then 
be difficult and expensive to bring her 
back to her former basis of production. 

“Many farmers because of low egg 
prices will discontinue feeding the mash 
you sell them this spring and summer. 
They will come to you and tell you 
that their flock is doing just as well 
without it. You should warn them 
against this mistaken idea, because in 
the long run it is costly.” 

Professor Halpin knows whereof he 
speaks. Take a tip from him. When 
your customers start for the door at 
the mere mention of good quality poul- 
try feeds, grab them by the coat tails. 
Sit down with them and talk it over. 
By all means, don’t let them drop their 
feeding programs, for in the end both 
you and they will suffer. Stand by 
your customers and help them weather 
the storm and in so doing you will 
find that you have unknowingly guided 
yourself to future prosperity. 


ONALASKA FEED MILL, Onalas- 
ka, Wis., was robbed of $40.00 in cash 
on March 25 by a vagrant. 
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Proof 
the Pudding 


. is in the eating, of course. You can’t tell exactly how 
good a heap of things in this world are—until you eat them, 
try them or maybe, sell them! 


Feeds are like that. Some of them sound ‘awfully good— 
and look like good sellers. Others ‘‘come a little too high for 


my trade’’—or ‘‘the quality is too low for my particular cus- 
tomers’’—etc. 


But listen! The fact still holds that feeds stand or fall on 
the profits they make the feeder. Whether they look good or 
bad to you asa sales proposition, feeds must first be able to 
prove their profit ability on the feed lot! Sell the line of feeds 


that gives the greatest return per dollar spent—and you can’t 
go wrong! 


Cheap feeding has proved itself a failure as an economy 
program. The trend is back to value—back to quality—back 
to profit over feed cost rather than price—back to good, sound 
wholesome feeds like Larro! — 


Think it over. Drop us a line—or a wire. Our representa- 


tives will call and give you full details of the Larro franchise 
—without obligation. 


THE LARROWE MILLING COMPANY 
DETROIT, MICHIGAN 


FEEDS THAT DO NOT VARY 
FOR POULTRY, HOGS AND DAIRY 
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Refuse to Grant Credit to Farmers 
Who Patronize Portables 


Dealers Apply Golden Rule Successfully 


ARMERS who patronize portable 
mills, paying them cash, and then 
expect the dealer to give them 
credit on merchandise are violating the 
golden rule, and the established mill 
owner has a perfect right to complain. 
W. T. Kinne, Valparaiso, Ind., and 
George Healy, Waterford Mills, Wat- 
erford, Wis., have laid down the law 
in their territories and their patrons 
are taking it seriously. A notice, posted 
in a conspicuous place in Mr. Kinne’s 
establishment reads: 


NOTICE 
Credit will be extended only 
to those who patronize me ex- 
clusively. One good turn de- 
serves another. If credit is not 
a favor, then I would rather 
have the money. 


“Credit is a touchy affair,” the In- 
diana dealer explains. “It is one of 
the most difficult problems with which 
a feed mill has to deal. If you favor 
one customer with credit all good cus- 
tomers should likewise be favored. Tak- 
ing this view I always treated every- 
body alike. Finally the portable mills 
came along, and I found that some of 
the very men who got me to trust them 
when they lacked cash, employed the 
portable when they had money to spare. 

“Then I wrote the sign. I see some 
of my guilty customers eyeing it and 
saying nothing. It has brought many 
of them to their senses. I think they 
never thought of looking at the situa- 
tion that way before.” 

Operates Modern Plant 

Mr. Kinne has invested a_ large 
amount of money in his grinding equip- 
ment and for that reason feels justi- 
fied in demanding fair treatment from 
his customers. His mill is electrically 
powered, and is arranged for speed and 
convenience. He informs his trade that 
he is ready to serve them at all seasons 
of the year and that he will keep his 
equipment operating day and night if 
necessary. In a recent letter to The 
Feed Bag he reported that eight port- 
ables were competing with him in his 
territory. He explains that his strict 
policy of refusing credit to those who 
patronize the itinerant machines and 
the type of service he renders has en- 
abled him to meet the portables’ com- 
petition. 

George Healy, Waterford Mills, 
Waterford, Wis., has also taken a firm 
stand against granting credit to a far- 
mer who patronizes portable mills. He 
recently checked over his records and 
compared the present volume of grind- 
ing which his credit customers were 
giving him with their past patronage. 


several sacks of ground feed. 


hours before. 
was blamed for the blaze. 


to operate on their premises. 


More Portable Fires 


URTHER evidence that portable feed mills subject the farm on which 

Be they operate to possible fire damage and loss of life and property is 
revealed in recent reports reaching the offices of The Feed Bag. 

Frank Broege, Rush Lake, Wis., Route 1, narrowly averted the loss 

of his barn on March 3 when a portable mill suddenly burst into flames. 

The machine was hurriedly backed out of the building and the blaze which 

was spreading rapidly on the barn floor was extinguished with water and 


Another serious loss was recently prevented on the farm of Dan 
Judge, 10 miles southwest of Mount Pleasant, Mich., when fire was dis- 
covered in a sack of feed which had been ground by a portable mill three 
Metal passing through the unprotected maw of the portable 
Timely discovery prevented the loss of Mr. 
Judge’s large, modern barn. Dealers should constantly remind their cus- 
tomers of the dangers they are courting when they permit nomad grinders 
Many mutual insurance companies have 
ruled their policies void during the time and for several hours after a 
portable operates on the insured property. 


Drastic reductions were discovered in 
several instances and some of the farm- 
ers had discontinued entirely. 

Blacklists Portable Patrons 

Mr. Healy has a list of the violators 
of the golden rule and when they come 
to his mill to charge purchases of feeds 
he calls them to his desk and lays his 
cards on the table. 

“T am not making any money on 
the feeds I sell, even if I get cash,” he 
tells them. “My losses are still greater 
if I give credit. 

“I have invested heavily in grinding 
equipment to be able to serve you bet- 
ter. I understand that you are giving 
your business to the portables and pay- 
ing cash to them, while you buy your 
feeds here on credit. Do you think this 
is fair?” 

Mr. Healy has discovered that this 
frank method of speaking to the port- 
able mill customers gets results. Most 
of them have returned with their grind- 
ing business. Credit is refused if they 
continue to deal with the portables. 

Mr. Healy operates grinding 
equipment with water power and finds 
that he can offer an attractive price to 
the farmer and still make a good mar- 
gin of profit. 

Credit Is Big Favor 

“Why should I carry a customer on 
the books at a loss, if he does not give 
me any grinding business on which I 
can make a little money?” he asks. “A 
dealer can’t afford to be chicken-hearted 
with conditions as they are. The farmer 
should be made to realize that credit 
is a big favor these days. If he tried 
to borrow money at the bank, he’d soon 
find it out.” 

While some dealers are battling port- 
able mill competition by denying credit 
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to farmers who patronize them, others 
are freezing out the itinerant grinders 
by meeting their prices or underbidding 
them. Limited capital of the owners, 
in most cases, it is reported, prevents 
them from withstanding the opposition. 

Dealers are also obtaining satisfactory 
results by driving home the fact that 
portables are needless hazards to life 
and property. Recent fires resulting 
from portables have been reported in 
Wisconsin and Michigan. 

Weather conditions this winter have 
been unusually favorable, to the roving 
grinders, many dealers explain. If the 
country roads had been blocked with 
snow as in past seasons, the farmers 
would more fully appreciate the depend- 
able service offered by the established 
mill, they further point out. 


PORTABLE COMPETITION 

Grinding is the only service the port- 
able operator has to sell, so if the ele- 
vator man reduces his charge to a 
price the portable cannot afford to 
meet, the nomad will go off to other 
territories and the elevator operator can 
recover his loss through extra profits 
on non-competitive business. When the 
fly-by-night has departed the elevator 
operator can raise his charge to a liv- 
ing figure—Grain and Feed Journals, 
Consolidated. 


MICHIGAN 

Claude S. Young, Belleville, 
cpened a new feed store. 

George Fingleton, Hastings, has taken 
over the management of the Hastings 
Cooperative Co. 

Dan H. Fisher has purchased the C. 
H. Gibson & Co. elevator, Greenville. 
He is remodeling the plant and install- 
ing a feed mill and mixer. 


has 
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E. B. Dunbar 


T the instigation of E. B. Dun- 
bar, Little Valley, N. Y., a mem- 
ber of the board of governors of 

the Eastern Federation of Feed Mer- 
chants, and with the assistance of Sec- 
retary W. A. Stannard, Albany, N. Y., 
the secretaries of the various trade as- 
sociaticns who are affected by coopera- 
tive marketing, assembled at the Onon- 
daga hotel, Syracuse, N. Y., on March 
18. 

This is the start of a movement to 
pool the strength, in voting power and 
political influence, of the trade associa- 
tions affected, to combat further social- 
istic legislation at Albany and to use 
this same power to urge upon the na- 
tional government the discontinuance of 
the federal farm board and the repeal 
of the agricultural marketing act as be- 
ing class legislation and detrimental to 
the interests of the farmers, whom it 
was intended to help, as well as the tax 
payers who are called upon to foot the 
bill. 

Dunbar Sounds Keynote 

Mr. Dunbar presented the point of 
the meeting by declaring that we, as 
tax payers, are opposed to public money 
being used in the support of institutions 
which are endeavoring to subsidize pri- 
vate business. He further outlined that 
cooperative marketing is being openly 
supported by legislators elected to repre- 
sent the people, by agricultural colleges 
and farm bureau agents who derive 
their ifcome directly from state and 
county funds and by the federal farm 
board which is backing up this move- 
ment by use of the peopie’s money. 

Mr. Stannard acted as chairman of 
the meeting and fully outlined the re- 
cent fight made by independent dealers 
against the radical Kirkland-Smith 
credit bills. Speaking for the Eastern 
Federation of Feed Merchants, he said: 
“There is a definite socialistic trend in 
which the government and some of the 
states, including New York state, are 
getting more and more into business 
in competition with the individual or 
private merchant. We know this trend 
is detrimental to our interests as inde- 
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Eastern Trade 
Associations 
Plan to Combat 
Legislation 


pendent merchants and we believe it 
generally is detrimental to the best in- 
terests of the public. 

“The Kirkland-Smith bills, recently 
passed by the New York state legisla- 
ture and signed by Governor Roose- 
velt, were designed to allow coopera- 
tive corporations to form credit corpor- 
ations for the purpose of borrowiug 
money from, or discounting notes with 
the Intermediate Credit bank of Spring- 


CHANGE NAME 

Arthur D. Johnson, acting secretary 
of the Independent Feed Dealers of the 
Northwest, announces that the name of 
the organization has been changed to 
the Northwest Feed Dealers associa- 
tion. The independent dealers held a 
meeting at Minneapolis in February, at 
which plans for reorganization were 
formulated. An intensive membership 
drive is now under way. 


Advises Early Feeding 
Of Baby Chicks 


The traditional 72-hour wait before 
feeding baby chicks is headed for the 
discard, according to C. E. Holmes, 
Wisconsin college of agriculture. 


Feed is frequently withheld to permit 
the yolk sac to become absorbed and 
to avoid digestive trouble. This plan 
is no longer justified, Mr. Holmes main- 
tains, for it is found that many ‘good 
chicks retain the yolk sac as long as 
five or six weeks. 

The three-day wait adopted by many 
poultry raisers makes the chicks hun- 
gry and may result in their eating sand 
and litter which often proves fatal, Mr. 
Holmes points out. 

He advocates taking the chicks out 
of the incubator when they are dry and 
well fluffed and placing them in chick 
boxes. Here the chicks are kept com- 
fortable and when they become restless, 
which is usually within 12 to 24 hours 
they are removed and placed in the 
brooder in which food and drink await 
them. 

The first feed is placed on cardboard 
so it is easy to find. Drink is furnished 
in fountains. An effort is made to make 
all chicks eat and drink as soon as they 
are placed in the brooder house. Suc- 
cess or failure in raising chicks to pro- 
fitable pullets, Mr. Holmes maintains, is 
largely due to the treatment they get 
from the start. 
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field, Mass. It was only through a 
determined, organized effort on the part 
of the dealers in the various lines 
affected that the bills as finally passed 
included business corporations and indi- 
viduals among those entitled to manage 
this federal agricultural aid.” 

Fred M. McIntyre, Potsdam, N. Y., 
president of the Eastern Federation, 
gave a complete outline of national, 
state, college of agriculture and farm 
bureau activities. He stated his ex- 
perience before the federal farm board 
and also gave a considerable amount 
of information regarding the recent op- 
position to the Kirkland-Smith bills at 
Albany. He impressed upon the con- 
ference that cooperative activities are 
spreading rapidly into all lines of inde- 
pendent business and that if this con- 
tinues and we hope to stage a recovery 
from the present depression, political 
means must be immediately brought to 
bear upon radical legislators, both state 
and national. He also advised that any 
and all political candidates for election, 
of either party, be carefully interviewed 
to learn their standing on subsidizing 
cooperatives and class legislation which 
would affect any established business. 

Many Organizations Represented 

Paul S. Collier, Rochester, N. Y., sec- 
retary of the Northeastern Lumber- 
men’s association, gave an interesting 
talk on what cooperative movements 
might mean to his clientele. Victor R. 
Corrou, Utica, N. Y., represented the 
New York State Builders Supply asso- 
ciation; Leonard Saunders, the New 
York Insurance Men’s association; J. 
B. Foley, Syracuse, N. Y., the New 
York State Hardware asscciation; J. O. 
Doty, East Concord, N. Y., the Mutual 
Millers; W. S. Young, Waverly, N. Y., 
the Northeast Feed Manufacturers as- 
sociation; B. N. Johnson, the Fertilizer 
Manufacturers association. Lloyd Hed- 
rick, manager of the Ralston-Purina 
Co., Buffalo, N. Y.; M. R. Cook, of the 
Syracuse Milling Co.; Cyrus Lewis, 
of the Lewis Grain Co., Buffalo, N. Y., 
and numerous representatives of indus- 
try and trade associations were in at- 
tendance. The combined membership 
of the trade associations represented 
will run into several thousand. 

Since this meeting the National Live 
Stock association and the Tri-County 
Lumber Dealers have become interested. 
A meeting is scheduled for the near 
future, for all the secretaries to con- 
vene and devise plans for future oper- 
ations. 
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Norco XX 


does more than 
prevent rickets 


Nopco XX in all your 
mashes means— 
Dependability 
Economy 
New Customers 
Repeat Business 


N the old days, poultrymen used 

cod liver oil for one purpose—to 
prevent rickets. Today, up-to-date 
poultrymen know that NOPCO 
will do more—that in a good laying 
mash it is a direct aid in procuring 
and maintaining heavy egg produc- 
tion; that it builds health and vital- 
ity; that it makes stronger eggshells 
and eggs of superior quality. 

There are two ways that poultry- 
men can purchase NOPCO—one, 
from their dealer for home mixing 
or, two, they can buy NOPCO al- 
ready mixed in a good commercial 
laying mash. 

It spells economy for them to 
select a good laying mash which 


contains NOPCO XX. It costs only. 


a few cents per sack of mash for the 
small quantity required. 

Nopco XX is increased and stand- 
ardized in Vitamin D potency by a 
remarkable process which was de- 
veloped in the laboratories of 
Columbia University. Used as rec- 
ommended, Nopco XX provides a 
100% margin of safety. It also 
carries an abundance of Vitamin A. 

700 feed manufacturers now use 
Nopco XX. Why not find out the 
“why and wherefore?” A postcard 
will bring you complete details—no 
obligation. 


NATIONAL OIL PRODUCTS CO., INC. 


BOSTON 


CHICAGO 


SAN FRANCISCO 


EXECUTIVE OFFICE: 38 ESSEX ST., HARRISON, N. J. 
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THE BITTER TRUTH 

Teacher: “Johnny, tell me the defi- 
nition for widow.” 

Johnny: “A widow is a woman that 
lived so long with her husband that 
he died.”—Country Gentleman. 

* * 


SAFETY FIRST 
If you would reach a ripe old age, 
And lead a pleasant liie 
Before you eat wild mushrooms 
Just try them on your wife. 
* * 


CASE DISMISSED 


Teacher (helping Johnny unbutton his 
coat):“Did your mother hook this coat 


Carefully Sifted for Feed Dealer Consumption 


CORNHAY WEAKLY NEWS 

Ira Hicks is expecting a big crop 
of horsefeathers, one of his old nags 
having gotten into the poultry yard 
and eaten all the chicken mash. 

The peculiar odor which has been 
hangin’ ’round Cornhay during the past 


fer you?” 


few months disappeared suddenly yes- 
Johnny: “No, mam, she bought it.” 


terday when Constable Bunks fell into 


All-Year Profits 
For Feed Dealers 


The Quaker line of feeds is complete. 
Dairy herds, cattle, hogs, poultry pay 
better profits when fed on Quaker Feeds, 
and there are special feeds for all of them, 
prepared from formulae that have had 
years of testing. Your customers can be 
all-year buyers, all-year profit builders 
for you, if they learn the profit advan- 
tages offered by Quaker Feeds. Every 
farmer or poultry man is in business to 
make money. Show him the Quaker 
Profit Way and he’ll soon be a steady 
buyer. If you want to know more about 
Quaker Feeds, Mr. Dealer, drop us a card. 
It will have prompt attention. 


THE QUAKER OATS COMPANY, CHICAGO, U. S. A. 


BUY QUAKER FEEDS IN STRIPED SACKS 
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Cat Creek and lost his old corn cob 
pipe. 
Judd Perkins sheared his sheep last 
week claiming that the politicians need 
more wool to pull over the people's 
eyes. 

A considerable portion of Lem Jones’ 
home was wrecked last Sunday when 
he trumped his wife’s ace in a bridge 
game. 

*x* * * 
ARMS TOO SHORT 

Feed Dealer: “I didn’t sleep well last 
night.” 

Customer: “What was the trouble?” 

Dealer: “The shade was up.” 

Customer: “Why didn’t you pull it 
down?” 

Dealer: “I couldn’t reach across the 
street.” 


It was pretty cold the other evening 
so a well-known feed dealer poured a 
pint of his favorite liquor in the radia- 
tor of his automobile to keep it from 
freezing while he went into a speak- 
easy. When he returned he found his 
car perched on the top of a telephone 
pole. 

* * * 
CONSOLATION 
The mark of jokes original 
For which all humans thirst 
When all is said and done depends 


On where they read them first. 
* * * 


dumb she thinks assets are small 
donkeys. 
*x* * 
CHARACTER READING 

Oscar: “I turned out the lights. Now 
let’s pretend we're in heaven.” 

Mary: “But, honey, I’m no angel.” 

Oscar: “I know it. That’s why I 
turned out the lights.”.—Park & Pol- 
lard Scratch. 

* * 
JEALOUS 

Jim: “I say, Bill, why did the mana- 
ger fire you yesterday?” 

Bill: “Well, a manager is one who 
stands around and watches his help 
work.” 

Jim: “Well, what’s that got to do 
with it?” 

Bill: “He got jealous. The custom- 
ers thought I was the manager.” 

RINGSIDE SEAT 

Feed Salesman: “There are two mice 
fighting up there in my room.” 

Hote! Clerk: “How much are you 
paying for your room?” 

Feed Salesman: “One dollar.” 

Hotel Clerk: “What do you expect 
for a dollar, a bull fight?” 


Then there is the girl who is so 
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Feed Industry Prepares for Series 
Ot Annual Conventions 


Central Dealers to Meet June 20, 21 


EMBERS in all departments of 
the feed industry will gather 
at special meetings and con- 
ventions scheduled at various points 
throughout the country during the next 
six months. Information given in ad- 
vance notices indicates that more at- 
tention than ever will be paid to mer- 
chandising and cost problems. A need 
for stronger cooperative effort to com- 
bat adverse economic conditions is ex- 
pressed. 
California Opens Series 
The California Hay, Grain & Feed 
Dealers association starts the series of 
conventions with its eighth annual meet- 
ing at Los Angeles, April 22 and 23. 
R. V. Anderson, Sesame Producers as- 
sociation, Los Angeles, is directing ar- 
rangements. Those assisting him are 
Max Viault, California Milling Corp., 
Los Angeles; Gail McDowell, Western 
Consumers Feed Co., Ltd., Hynes; H. 
W. Amelung, Poultrymens Cooperative 
Milling association, Los Angeles; 
Harry W. Laine, Globe Grain & Milling 
Co., Los Angeles, and Edward B. Re- 
gan, Frank Devendorf, George Schant- 
zen and Tom Morgan, all of Los An- 
geles. An interesting program that will 
furnish inspiration and practical ideas 
for dealers is assured. 
Manufacturers Pick French Lick 
The Illinois Community Feed & 
Grinders association meets at Peoria, 
Ill, April 28 and 29. This organiza- 
tion, recently formed to combat portable 
mill competition, promises to have 
many features on its program which 
will assist those who attend in holding 
their ground against the nomad grinder. 
The American Feed Manufacturers 
association will again hold its annual 
convention at French Lick Springs 
hotel, French Lick, Ind., June 2, 3 and 
4. It is expected that the annual golf 
tournament will again be a big feature 
of the meeting. L. F. Brown, secretary, 
is getting an early start on arrange- 
ments for the program and welcomes 
suggestions from the industry: Further 
details on the convention will be an- 
nounced next month, he reports. 
Central Convention, June 20, 21 
Milwaukee will again be the scene of 
the annual convention of the Central 
Retail Feed association, which will be 
held at.the Schroeder hotel, June 20 
and 21. Tentative plans for the pro- 
gram were made in a conference held 
at the offices of The Feed Bag, by S. E. 
St. John, president of the organization, 
and David K. Steenbergh, secretary. 
The features will correspond to those 
of last year, it was decided, and at- 
tempts are now under way to obtain 
several outstanding speakers who will 


discuss merchandising and cost prob- 
lems. Sessions will be held during the 
mornings and afternoons of both days 
with a luncheon on the opening day 
and the annual banquet in the evening. 
The executive committee of the associa- 
tion will meet on the afternoon of June 
19 at the Schroeder hotel. Members 
are requested to send suggestions for 
the program to the secretary at 210 East 
Michigan street, Milwaukee. 

The Ohio Grain, Mill & Feed Dealers 


Convention Dates 


April 22 and 23 
California Hay, Grain & Feed Dealers 
Association, Los Angeles, Cal. 


April 28 and 29 
Illinois Community Feed & Grinders As- 
sociation, Peoria, 


June 2, 3 and 4 ; 
American Feed Manufacturers Associa- 
Lick Springs Hotel, French 
ck, Ind. 


June 20 and 21 
Central Retail Feed Association, Schroe- 
der Hotel, Milwaukee, Wis. 


June 28 and 29 
Ohio Grain, Mill & Feed Dealers Associa- 
tion, Argonne Hotel, Lima, Ohio. 


jigs and 6 
: ~ oo Hay Association, Fort Wayne, 
nd. 


September 14, 15 and 16 
Pennsylvania Millers & Feed Dealers As- 
sociation, Americus Hotel, Allentown, Pa. 


association will hold its 53rd annual 
convention at the Argonne hotel, Lima, 
Ohio, June 28 and 29. W. W. Cum- 
mings, Toledo, secretary, is already 
busy with plans for the program and 
assures all those who attend that a 
host of interesting and instructive fea- 
tures will be presented. The annual 
banquet is scheduled for the first even- 
ing of the convention and will be held 
at the Lima Eagles club. Mr. Cum- 
mings requests all dealers who have 
special subjects in mind which they de- 
sire to submit for discussion at the 
meeting to get in touch with him. 

Members of the National Hay asso- 
ciation will gather at Fort Wayne, Ind., 
July 5 and 6. An interesting and edu- 
cational two-day program with an 
abundance of entertainment features, is 
promised. 

Pennsylvania Convention 

The Pennsylvania Millers & Feed 
Dealers association will hold its next 
annual convention at the Americus ho- 
tel, Allentown, Pa., September 14, 15 
and 16, George A. Stuart, secretary, an- 
nounces. Preparations are already un- 
der way for an interesting three-day 
program. 

Tentative plang include entertainment 
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at the Lehigh Country club on Wednes- 
day afternoon of the convention and 
the annual banquet in the evening. A 
new feature will be introduced this year. 
All dealers are requested to prepare 
papers on milling costs, business prac- 
tices and other trade topics. Prizes of 
$10.00 each will be awarded for the 
best presentations. 

Allentown is the headquarters of 
Julius Lantz, president of the associa- 
tion, and he promises that all facilities 
of the city will be made available to 
assure a successful convention. 

Indiana Plans Local Meetings 

The Indiana Grain Dealers associa- 
tion will dispense with its regular sum- 
mer convention this year and instead 
is planning to hold a series of district 
meetings, Fred K. Sale, Indianapolis, 
secretary, announces. He also reports 
that nine new members joined the as- 
sociation during the past month. 

The association is endeavoring to ob- 
tain lower power rates for the dealers 
and the committee in charge of this 
project has drawn up a schedule which 
has been submitted to power companies 
serving the state. 

Mr. Sale urges all non-members to 
join the association, and requests deal- 
ers in various localities who wish to 
arrange for local meetings to get in 
touch with him. 


MILK INSTITUTE MEETS 

Members of the American Dry Milk 
Institute will convene at the Bismarck 
hotel, Chicago, April 28, Roud McCann, 
director, announces. An _ interesting 
and entertaining program is promised 
for the large gathering which is expect- 
ed to attend. 


OHIO 

R. O. Bowman, Medina, opened a 
new seed store March 17. 

Fire destroyed a warehouse owned by 
the Greenville Feed Co., Greenville, 
March 15. Loss was estimated at 
$10,000. Perry Hall, president, Ohio 
Grain, Mill & Feed Dealers association, 
is manager of the company. 

T. G. Mooney, Springfield, has taken 
over the management of the Beattytown 
Grain & Feed Co., Beattytown, and 
— to expand the line of merchan. 

ise. 

Guy Young and Frank and Cecil 
Worral have opened a feed store at 
Dexter City. 

W. O. Green, Urbana, has purchased 
the Acme Feed & Milling Co., Akron. 

Houston Brothers, South Charleston, 
have sold their elevator and feed busi- 
ness to Dewey Brothers Co., Blanches- 
ter. 

David Leischty of Iowa has purchased 
the Greeg mill, Kingscreek, which is 
said to be more than 121 years old. 
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“WE THAT LIVE TO PLEASE 
MUST PLEASE TO LIVE” 


Samuel Johnson 


Only by giving continuously better 


service and superior equipment do 
we hope to merit your orders and 
inquiries for the equipment you re- 
quire for the milling of feed, flour, 
Corn Products or handling of Grain. 


Sprout, Waldron quality and service 
is and shall be maintained at all 


times to give the user of milling Rab | 


CS 


equipment the utmost in value and sas 
satisfaction. | 


SPROUT, WALDRON & CO., Inc. 


Box 318 MUNCY, PA. 


Complete equipment for Feed Mills, Flour Mills 
and Grain Elevators 


Representatives Conveniently Located 


Dust Collectors Rice Mill Machinery 
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ARE YOU WATCHING Who’s making money these days? Perhaps the 
YOUR OVERHEAD? question should be: Who isn’t losing money? 

But in either case the correct answer is the 
eae wae, contrasted with others in its field, has a comparatively low 
overhead. 


One of the finest clothing stores in Milwaukee recently discontinued busi- 
ness as a voluntary bankrupt. The store had an active list of desirable customers 
but could not make money because its overhead — due to the high rent of its 
quarters — was prohibitive. The building owners would not cancel or revise 
the lease so bankruptcy resulted for this store as it has for thousands of mer- 
chants, in similar circumstances, throughout the country. 


The federal government, too, is troubled with excessive overhead. The 
deficit runs into billions of dollars and congress is now engaged in the work of 
balancing the budget. Congressional plans contemplate greatly increased 
taxes which the business man must pay and which will naturally increase his 
overhead. Our government, federal, state or local, does not seem to be seriously 
thinking of cutting its overhead but this must come eventually and before 
the budget can really be balanced. 


In the meantime, the load is being heaped on the already over-taxed busi- 
ness man. He must pay whatever extra assessments are levied or get out of 
business for taxes are one part of overhead which we cannot directly control. 
We can and should, however, use our influence and our votes to get our repre- 
sentatives to reduce government expenses. 


We can and should, in addition, carefully check our own business opera- 
tions and reduce wherever possible that part of our overhead which we do con- 
trol. A feed dealer’s overhead generally includes buildings and equipment, 
investment in stocks and book accounts and wages or salaries. 


Few feed dealers have excessive stocks these days but the majority have 
too much overhead in book accounts. Selling on a cash basis and strict adher- 
ence to an aggressive collection plan will solve the book account problem. 
Overhead in buildings and equipment is harder to reduce but this investment 
should be depreciated all that the law allows each year. 


Our investment in buildings and equipment, too, should be utilized to the 
fullest extent. The most serious items in overhead are for buildings and equip- 
ment not in use. Develop your merchandising program, if necessary, so you 
will use all the warehouse space, all the display space, all the grinder and mixer 
capacity you have available. If you have any equipment which you know you 
cannot operate at a profit, dispose of it. 


One lesson which should be learned from present experience is that no 
matter how much you sell, your profit will depend on the size of your overhead. 
If you wish to make more money than the other fellow, your abilities should 
be concentrated on an effort to render equal or greater service for less fixed 
expense. 


— Davin K. STEENBERGH. 
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ARMOUR and COMPANY 


announces the appointment of 


BUDDE 
FEED & GRAIN COMPANY 


Chamber of Commerce Building 


MILWAUKEE, 


WISCONSIN 


as state distributor for 


Armour’s Animal and Poultry Feeds 


The enviable reputation of the La. 


Budde Feed & Grain Co. as a pioneer 
feed and grain dealer has been estab- 
lished over a period of many years. 
Feeders and dealers alike, throughout 
the state rely upon its counsel and 
recommendations. 


Before accepting the distributor- 
ship, the La Budde firm thoroughly 
acquainted itself with the scientific 
preparation of Armour’s Animal and 


Poultry Feeds which are manufac- 
tured from the highest quality ingre- 
dients, produced from Government 
Inspected animals slaughtered for 
human consumption. 


The combined facilities of La Budde 
and Armour and Company assure the 
dealers of Wisconsin a readily access- 
ible supply of highest quality Animal 
and Poultry Feeds. Armour and 
Company, Chicago. 


Armour’s Meat Meal Digester Tankage 


An appetizing, highly digestible, economical feed. 
Not less than 60% Protein. 


Armour’s Meat and Bone Scraps 


A standard product of high feeding value. Not less 
than 50% Protein. 


Armour’s Poultry Bone 


Sterilized, analyzing 25% protein, 50% bone phos- 
phate and not more than 2% crude fiber—in three 
granulations. 


Armour’s Feeding Blood Meal 


An 80% Protein content extremely valuable in 
mixed feeds. 


Armour’s Special Steamed Bone Meal 


Guaranteed 65% B. P. of L. For mixture with 
other feed to build up bone structure. 


La Budde carries a complete stock of Armour’s 
_ Animal and Poultry Feeds in Milwaukee 


Telephone your orders for Feed and Grain to La Budde—DAly 1090 
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Copy Is Vital Part of Advertising 


Write It Carefully 


Strive for Brevity in Sales Message 


ON’T forget that copy is the 
place where advertising comes 
to life,” James P. Young, pro- 

fessor of advertising at the University 

of Chicago told the Chicago Advertising 
council recently. 

Copy is the lifeblood of all adver- 
tising. Thinking about copy will re- 
sult in fresher, brighter ways of saying 
the same old things. Musk’s Feed 
Store, Hoopeston, IIll., handles it this 


way: 
Good Feeds Quick 


A dozen words in the telephone—half 
a dozen bags tossed into our truck—a 
honk at your chickenyard gate—and 
presto, your order is filled. Succulent 
feeds at a moderate cost. Let’s demon- 
strate. 

“With the tremendous amount of pro- 
saic advertising now appearing in the 
newspapers—each seemingly made with 
the same rubber stamp—each trying to 
outshout competitive advertising, inter- 
esting and human copy will be all the 
more welcome to the public,” recently 
declared Herbert S. Waters, advertis- 
ing director of James S. McCreery & 
Co., New York department store. 

“Commonplace advertising is too 
costly for the return it is yielding. Many 
a sprawling page can be reduced to half 
a column with a message,” he contin- 
ued in commenting upon a new style 
of advertising recently adopted by the 
store. 

Simple ideas and plain, forceful lan- 
guage are the greatest factors in suc- 
cessful advertising. And that is where 
the ingenuity of a successful feed mer- 
chant can be used to build up a satis- 
factory volume of business while his 
competitor is listening to the hopefuls 
who assert that the “turn is just around 
the corner”. 

Just go around the corner and get 
that business. There aren’t so many 
revolutionary ideas about the average 
feed store to offer the public, but the 
old one need not be allowed to go stale 
from continual use. These ideas can 
be made to take on new life with new 
words. 

The best copy-writers today write in 
terms of headlines and concentrate on 
attracting attention, arousing interest in 
their products and promoting action to 
buy. 

“Pictures may illustrate the thought, 
create desire and help emotionally, but 
the great responsibility rests upon 
words as the conclusive agency,” re- 
cently wrote Joseph A. Kiss, in Prin- 
ter’s Ink. 

Here’s how a few progressive feed 
dealers use words: 


It Takes a 
GOOD CHICK 

and a good starter to make a 
5-pound chicken. We have both. 
Don’t take chances, for we are 
rght here at home; your neigh- 
bor; your friend; and our experi- 
ence is yours for the asking. 

VOGEL HATCHERY 

AND FEED STORE 

Elmwood, 


Mealtime Tribute 


“The Cry is Forever ‘More’ for Early 
Broilers! You'll be repaid with smiles 
of contentment and a fat purse if you 
serve your baby chicks with Nutrena 
Starting Mash.”—Rue Seed Co., Peoria, 
Ill. 

“Three Gallons! Four Gallons! An 
Extra Gallon and More per Day! There’s 


no stopping the milk flow when you 
feed our 32 per cent dairy ration. But 
why should there be? It just looks, 
tastes and smells like aristocracy. Cows 
thrive on it and extra milk is CLEAR 
profit!”-—Zehr Mill & Feed Store, Dan- 
vers, Ill. 

“Food for Thought as Well as the 
Hopper! When you buy feeds do you 
insist upon quality or price or both? 
Or do you buy from force of habit with- 
out a great deal of thought about either? 
Youw'll find: at’ Fissel 
Feed Co., Normal, II. 

“A reader asks why our oyster shell 
is always served with laying mash. It’s 
an old Indian custom, gentle reader.”— 
D. S. Zehr, Mackinaw, III. 

Hadn’t we better get busy and do 
a little more thinking about our adver- 
tising copy? 


Dealer Wins Sales by Helping 
Farmers Sell Livestock 


F you want to please a farmer, show 
him how to boost his income. 
This is A. C. Gourley’s recipe 
for selling commercial feeds in rural 
districts. Gourley’s store is located at 
Quailey, Ohio, in a locality where live- 
stock is the principal source of income. 
Much of the stock is- sold locally, and 
since there is always a wide fluctuation 
in prices among local dealers, it often 
happened that a farmer would sell his 
cattle or hogs to a certain dealer only 
to find out after the sale was made that 
more money could have been obtained 
somewhere else. Seeing an opportunity 
to do his rural customers a good turn 
by improving this condition, Gourley 
arranged with local dealers to keep 
him posted on prices. He then an- 
nounced the plan to farmers by a news- 
paper advertisement worded thus: 


BEFORE YOU SELL _ANY 
LIVESTOCK 
Call Gourley’s Store. Phone 9. 
We will put you in touch with 
reliable local markets; also give 
you selling suggestions that may 
save you dollars. 
A. C. GOURLEY 


“T put my stunt into action early in 
June,” Gonrley explained. “And be- 
fore the month was gone I received 
calls from more than 100 farmers. No 
effort was made to influence callers to 
any certain market but we quoted prices 
which each dealer was paying at the 
time, leaving it to the caller to de- 
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cide as to where he should sell. The 
market reports were sufficient to get 
the farmers interested and reports soon 
began to come in telling of extra pro- 
fits made possible by our service. 


“These folks remembered us by in- 
creasing their orders for commercial 
feeds and many of the callers who were 
rot our customers got the habit of visit- 
ing our store. Since the feed business 
is closely linked with the sale of mar- 
ket animals, it was not difficult to bring 
in new business through tips and sug- 
gestions offered during the telephone 
conversations. This marketing service 
has been continued ever since as a reg- 
ular feature at our store and a check- 
up shows that we have served farm- 
ers in practically every section of our 
territory. During that time, our rural 
sales have increased more than 40 per 
cent. 


“Any service that saves the farmer 
time or money, or tends to boost his 
income in any way is worth a ton of 
printed circulars. The feed dealer who 
keeps on the lookout for ways and 
means of accomplishing this purpose is 
sure to interest rural folks, and since 
many opportunities are always available, 
he need never be lacking in advertising 
material.” 


ERWIN HAMM, formerly of the 
Iron Ridge Lumber Co., Iron Ridge, 
Wis., is now operating an I. G. A. 
store at West Bend, Wis. 
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Every Feeder Knows 


The Feed Value of Milk 


He doesn’t have to be argued into buy- 
ing a feed of which Dry Skim Milk is 
an important ingredient, for he knows 
that he must use milk to get “milk results.” 

The wise manufacturer uses a worthwhile amount of this unex- 


celled ingredient in his product, knowing that— 


Two feeds may look as much alike as the proverbial 
peas, but that doesn’t mean a thing. The individual 
: ingredients composing them are what count. A feed 
may contain many of the essential ele- 
ments, but if it lacks those obtainable in 
Dry Skim Milk it falls short of being an 


ideal ration. 


DRY SKIM 


Makes A Good Feed A Super Feed 


DRY SKIM MILK 
IS ALL FOOD 


It presents the greatest available amount of 
nutrition per pound, of any ingredient which 
a manufacturer can incorporate in his feed. It is 
universally accepted by poultrymen and live- 
stock feeders asan essential to health and growth. 


Your Assuranee of Ever 
Dependable Quality 


i 


USE AT LEAST 
10% in Chick Starter 

7:% in Growing Mash 

5% in Egg Mash 

10% in MashtorHighQualityEggs 
10% in Mash for Hatching Eggs 
10% in Poultry Fattening Mash 
40% in Coccidiosis Control Mash 
25% in Calf Meal | Com A. OM. 
10% in Pig Meal | for 


You Must Use MILK to 
Get MILK RESULTS 
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Dry Skim Milk pro- 
duced by manufac- 
turers making up the 
membership of the 
American Dry Milk 
Institute can be de- 
pended upon for its 
uniformity andsupe- 
rior quality. The 
magnitude of their 
operations is assur- 
ance of an ever re- 
liable supply. 


Milk is acknowledged to be the highest grade feeding 
material available in any form. Because of its partic- 
ular properties, Dry Skim Milk provides the feed 
manufacturer with a most uniform ingredient easily 
incorporated in his formula. Dry Skim Milk affords 
its user an opportunity to bring out the superiorities 
of his feed insofar as proteins are concerned, for Dry 
Skim Milk is unusually rich in the highest form of 
that essential “bread and butter” part of a feed. 


The American Dry Milk Institute offers the services of 
an efficiently trained corps of men, whose duties lie in 
cooperating with the feed manufacturer in making his 
present day good feeds even better, particularly through 
the intelligent use of nature’s finest food —milk—in 
the form of Dry Skim Milk. 


American Dry Milk Institute, Inc. 


Representing America’s Foremost Producers of Quality Dairy Products 


ROOM 1312, 221 NORTH LA SALLE STREET - 


CHICAGO, ILLINOIS 
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FEDERATION NEWS 


PUBLISHED FOR ALL WIDE AWAKE EASTERN FEED MEN 


John Nolan Never Too Busy 
To Help Boost Feed Trade 


NE of the most enthusiastic gov- 

ernors from Pennsylvania is 

John V. Nolan, Malvern, who 
has been active in the feed and grain 
business for nearly a quarter of a cen- 
tury. No meeting of the Southeastern 
Pennsylvania Feed Merchants associa- 
tion would be complete if he did not at- 
tend and he is always ready to assist 
in any movement of benefit to the trade. 

The business has been conducted at 
Malvern for the past four years but 
during that period the farmers and 
small poultry raisers have come to re- 
spect his advice on feeds and feeding. 
His success has attracted the attention 
of the local newspapers and a recent 
article reads that “his reputable busi- 
ness dealings and extensive knowledge 
of the merits of feeds and fertilizers 
have won for him a large number of 
satisfied customers who are ever ready 
to acknowledge his ability.” 

Mr. Nolan is a clever merchandiser. 
He believes in continuous advertising 
and thinks that there is nothing so sat- 
isfactory as personal contact with his 
customers. It is reported that he knows 
all the members of the customer’s fam- 
ily, calls them by their first names, 
knows the nicknames of the children 
and can tell how many cows, chickens 
and other farm animals they own. 

“It is this friendly contact that has 
made it possible for me to keep the 
good will of my trade and to constant- 
ly increase my business,” said Mr. 
Nolan. 

He also finds time to be active in 
county and community enterprises. For 
three years he was president of the 
Chester County Firemen’s association, 
chief of the Malvern fire department 
for eight years and was on the Borough 
council for six years. He is active in 
Rotary and for five years served as 
president of the Chamber of Commerce. 

The Eastern Federation of Feed Mer- 
chants is fortunate to have Mr. Nolan 
as governor. 


MAX F. COHN, president Sunset 
Feed & Grain Co., Inc., Buffalo, re- 
cently returned from the Johns Hop- 
kins hospital where he underwent a ten- 
day treatment for a bad case of bron- 
chitis. His many friends hope he has 
regained his usual good health and 
cheerful disposition. Mr. Cohn served 
as chairman of the registration com- 
mittee for the recent Eastern Federation 
of Feed Merchants’ convention at Syra- 
cuse. 


John V. Nolan 


Federation Governors © 
Plan Summer Meetings 


The board of governors of the East- 
ern Federation of Feed Merchants is 
getting ready to swing into action dur- 
ing April and May to stimulate business 
by conducting a series of district con- 
ferences. It will be the goal of the 
governors to include every retail feed 
merchant at one of these meetings. 


Walter H. Bisnett, Watertown, N. Y., 
while not a member of the board of 


governors, made the suggestion that 
prompted the meetings. Following the 
enthusiastic Syracuse convention, he 


wrote to Fred M. McIntyre, Potsdam, 
federation president, as follows: 


“It is my idea that we should carry 
the convention work along through the 
year and not leave all of the enthusi- 
asm for the convention only. The deal- 
ers go down and get all steamed up 
and then come home and get into their 
old clothes and forget about the things 
that are happening that are more detri- 
mental to them than losing the sale of 
a sack of feed to some customer who 


would probably never pay for it any-. 


way.” 

New appointments are to be made 
that will provide a governor in every 
district in the three states. Just as soon 
as these appointments have been ap- 
proved by President McIntyre and the 
executive committee the series of meet- 
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HEAR GOOD NEWS 
ON FARM BOARD 
INVESTIGATION 


HE Norris resolution calling for 

a joint legislative investigation 

of the federal farm board, has 
passed the senate, according to word 
received from Washington sources by 
Fred M. McIntyre, Potsdam, N. Y., 
president of the Eastern Federation of 
Feed Merchants. This is good news 
to Mr. McIntyre, who has been active 
in advocating and working for the 
movement. The Norris resolution has 
already passed the house of representa- 
tives and the investigation is expected 
to be begun in the near future. 


“My notion,” declares Mr. McIntyre, 
“is that the agricultural marketing act 
is one of the greatest evils of this 
country. In the first place the act is 
unconstitutional and should be so de- 
clared if politics were kept out of the 
matter. There is no question in my 
mind concerning the fact that the law 
is contrary to the intent of the consti- 
tution of the United States and I can- 
not see where our representatives have 
any right to pass such laws. The use 
of public money by the federal farm 
board through the Grain Stabilization 
Corp. is not of any benefit to the Amer- 
ican farmer or anyone connected with 
the business but on the other hand is 
a detriment. Such practices should be 
stopped at once.” 


Mr. Mcintyre, in cooperation with 
the members of the Eastern Federation 
of Feed Merchants, has waged a con- 
stant fight against the agricultural mar- 
keting act since it first went into ef- 
fect. The investigation which has now 
been sanctioned by congress is a 
marked victory to all those opposed to 
the federal farm board and its prac- 
tice of loaning money to farm coopera- 
tives in competition with private busi- 
ness men, many of whom are engaged 
in the feed business. The progress and 
outcome of the investigation will be 
watched with interest by all concerned. 


FREDERICK D. STEEN, father of 
Herman Steen, secretary of the Millers 
National federation, died recently at his 
home in Davenport, Ia. 


ings will begin. The directors will co- 
operate with the governors to make the 
meetings as constructive as possible for 
the retail trade. 
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GEORGE J. CAHILL, Milwaukee 
feed and flour man, died March 23, fol- 
lowing a heart attack. Prior to his death 
Mr. Cahill was manager of the feed 
department of the Smith Milling Co., 
Milwaukee. He was formerly associ- 
ated with the Franke Grain Co., M. G. 
Rankin & Co., Chapin & Co., and for 
many years operated his own business 
as the Cahill Grain & Products Co. 


FLOUR CLUB MEETING 

Members of the Milwaukee Flour 
club, met at the offices of Standard 
Brands, Inc., Milwaukee, April 4, and 
discussed plans for entertaining dele- 
gates of the National Federated Flour 
clubs who will convene here June 6, 
7 and 8. 


Brobst, Zahorik Are Speakers 
‘At Jefferson Meeting 


JOINT meeting of members of 

the Feed Dealers Association of 

Janesville & Vicinity and mem- 
bers of the Central Retail Feed asso- 
ciation located in the immediate terri- 
tory, was held at the Wisconsin hotel, 
Jefferson, Wis., Monday evening, 
March 14. 

A. L. Zahorik, head analyst for the 
L. Teweles Seed Co., Milwaukee, gave 
the dealers some facts which should 
help them increase their sales of pure 
seeds this season. He showed that 


BAGS 


BAG FACTORIES ... COTTON MILI ... BLEACHERY 


‘ 


on this job. 


TALK sacs! 


(Quoted from Customers’ Letters) 


‘... how much we appreci- 
ate the service you have given 
It being a new 
account, we naturally wanted 
to give them prompt service, 
and you certainly have co- 
operated with us 100 per cent.” 


WERTHAN 


Bag Corporation 


NASHVILLE 
NEW ORLEANS 
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weed plants produce more seeds than 
crop plants and pointed out how the 
proportion of weeds in seeds increased 
with every planting, indicating the ne- 
cessity of dealers urging the planting 
of only pure seeds rather than seeds 
obtained through “back fence trading”. 
He also explained seed regulation work 
by the state and federal governments 
and commented on the feed dealer’s ob- 
ligation to his community. 

M. F. Brobst, Health Products Corp., 
Chicago, discussed feed formulas. He 
said that the exact! nature of a formula 
is really not as important as the qual- 
ity of ingredients used in making the 
feed. “No matter how good the for- 
mula,” he said, “one ingredient of poor 
quality will spoil the entire feed.” 

There are three cardinal principles 
which feed dealers should abide by in 
order to assure getting quality ingred- 
ients. First, he said, buy from 
reputable firms; second, be sure the 
firm you buy from has facilities for 
control of quality, and third, be sure 
that firm uses these facilities in order 
to really adequately control the quality 
of the ingredients you buy. 

Commenting on the importance of 
keeping abreast of new developments in 
feeding and nutrition, Mr. Brobst men- 
tioned soybean oil meal. Eight years 
ago, he said, he would not have thought 
of using soybean oil meal in a feed, 
while today he would not think of mix- 
ing a chick starter mash without in- 
cluding soybean oil meal. 

The meeting was presided over by R. 
R. Farley, Janesville, Wis., president of 
the Retail Feed Dealers Association of 
Janesville & Vicinity and arrangements 
were made by William Frank, Jefferson 
Flour & Feed Mill, Jefferson. L. J. 
Hartzheim, Hartzheim Fuel & Feed 
Co., Beaver Dam, Wis., past president 
of the Central Retail Feed association, 
made a short talk. Larry is a candi- 
date for delegate to the Democratic 
national convention from the second 
Wisconsin district. 


WISCONSIN 

W. A. Evans, formerly poultry serv- 
ice man for the Wisconsin Milling Co., 
Menomonie, has opened a feed store 
at Mineral Point. 

Walter Brothers’ feed mill, Tilden, 
was recently destroyed by fire with an 
estimated loss of $30,000. 

Waupaca Central Seed Co., Waupaca, 
has opened a feed store at Almond. 

. H. St. John Feed Co., Superior, 
is making improvements to its mill 
which will cost approximately $12,000. 
New machinery is being installed. 

Central Flour & Feed Co., Richland 
Center, is erecting a new warehouse. 

William Stuemke has purchased the 
interests of his brother, Herman, in the 
Tomahawk branch of the Merrill Ele- 
vator & Feed Store, known as the An- 
derson feed store. 
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SUPER SOY 


—the new Concentrate that has 
made the entire feed industry 
“sit up and take notice” 


EXPELLER 


O feed in recent years has created so much in- 
PROCESSED N terest as Super Soy. Feeders and dealers are in- 


eres a tently watching its popularity spread and wondering 


EE how greatly its progress will affect the feed industry. 
“for feeding | success because it is a 
at meets today’s economic 

Hocs. needs. It isa high grade Soybean Oil Meal ingredient, 

oe rich in proteins, fortified with essential minerals— 

BEEF an a and made by the expeller process which removes ex- 


cess oil and gives it a palatable, nut-like taste. It is 


a concentrated balancing feed for farm grains—and 
DAIRY CATTLE 


it is the only concentrate needed for all livestock and 
poultry. All farm animals like it. 

Pouttry 

SHEEP 


Consider these facts: Super Soy contains over 37% 
quality proteins—far more than Linseed Oil Meal—and 
it costs less. All or most of the commonly used high- 
protein concentrates can be replaced with Super Soy. 
Leading nutritional authorities have proved its re- 
markable feeding value. 


Sell Super Soy to your feeders. Start selling it now— 
and watch your feed business grow in 1932. Mail the 
coupon for free sample and full information. 


SOYA PRODUCTS, Inc. 
CHICAGO, ILL. 


The Super Soy toncon- 
tains Concentrated 
quality proteins from 
the seed of more than 
two (2) acres of Ameri- 
can-grown soybeans. 


WITH ESSENTIAL MINERALS 


GUARANTEED ANALYSIS. Z 


SOYA PRODUCTS, Inc. 
141 W. Jackson Blvd. 


CARBO-| Face ExtRACT. ain 27: 
3 


Chicago, IIl., 1932 
7 SOYA PRODUCTS INC. = Gentlemen: Please send free sample and full information about 
CHICAGO, ILL. Super Soy. 
Name 
Address 
€ 
Form FB 4 
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“Profit Car” 


Shipments will make for 
Greater Profit 1932 


HIS year insure yourself a greater 

margin of profit by availing your- 
self of the Commander-Larabee ‘Profit 
Car” plan of buying. 


The Commander-Larabee Corporation 
is prepared to ship—out of Minneapolis, 
Kansas City or Buffalo, whichever is 
closest to you—mixed cars of Flour, 
Wheat Mill Feeds, Wheat Bran, Wheat 
Middlings, Red Dog and 37% Protein 


Old Processed Linseed Meal. 
WHEAT BR AN By concentrating your purchases you 
save considerable money. One order— 
0% 
MANMUM CRUDE FIBRE one car to unload—one bill to pay. 
CARBOHYDRATES 62.0% J 
NUFACTURED BY 


COMMANDER: -LARABEE CORP. And Commander-Larabee products, 

. tamEAPOLS, MINNESOTA both Flour and Feeds, have ready ac- 
PURE BRAN ° 

ceptance by the public and are known 


for their high standard of quality. 


Many dealers find it exceedingly profit- 
able to use the Commander-Larabee 
“Profit Car’ plan. We believe that 
you will, too. 


Commander-Larabee Corp. 


Minneapolis Kansas City Buffalo 
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Johnson Increases His Seed Sales 
25 Per Cent During 1931 


Well Planned Policies Bring Trade to Store 


NCREASING his volume of busi- 

ness 25 per cent over 1930 is the 

record that George Johnson, owner 
of the Johnson seed store, Oconomowoc, 
Wis., has hung up for 1931. So far 
this year the genial Mr. Johnson and 
his crew of smiling service men have 
been very busy and are out to ring up 
another increase. 

Close to 35 per cent of Mr. John- 
son’s seed business is booked for farmer 
customers before the spring season rolls 
around. He does little canvassing to 
get these orders as he believes in mak- 
ing the farmers come to his store. 

Buys Hatchery Eggs 

He has several methods which have 
proved successful. In the first place, 
he buys eggs from farmers for a well- 
known Wisconsin hatchery, culls them 
and ships them out. Every Saturday 
morning the farmers crowd into his 
store. And before they leave they us- 
ually place an order for seed as well 
as other products which Mr. Johnson 
handles. Farmers like this steady mar- 
ket for eggs because of the good price 
they receive for them. 

“Since I started in business in 1910,” 
declared Mr. Johnson, “I have always 
tried to be courteous and friendly to 
my patrons. I don’t believe there is a 
steady customer of mine that I do not 
know by his first name. I also make 
it a point to become acquainted with 
his particular problems and his hob- 
bies. This is what helps to hold a 
customer once you get him. With 
farmers coming into the store every 
Saturday in large numbers I have the 
opportunity of getting acquainted with 
the newcomers. I don’t believe there is 
anything mysterious about conducting a 
successful business. If you are inter- 
ested in your work you will naturally 
like those with whom you do business 
and find it a pleasure to chat with them 
as well as sell them.” 

Another way Mr. Johnson gets far- 
mers and their wives into his store is 
by selling chicks. This feature of the 
business was begun in 1931 and a total 
of 80,000 chicks were sold. Many of 
the chick customers also bought seeds. 

“Seeds constitute about 70 per cent 
of our business,” declared Mr. John- 
son, “and we promote the sale of other 
products in such a way that they will 
help us sell more seeds. We figure 
that if we can get the farmer and his 
wife coming to our store regularly we 
are going to get the bulk of their feed 
and seed business. We have made a 
special effort to get farmers wives to 
come to our store. We installed a large 
garden seed department to _ interest 
them. We are always suggesting to a 


farmer that he get his wife to start a 
flower and truck garden if she hasn’t 
already done so. The baby chick de- 
partment has also helped the farmer’s 
wife to become interested in our store.” 
Avoids Forced Sales 

Mr. Johnson says that there is no 
high-pressure selling of seeds in his 
store. Instead he uses what he calls 
“suggestive” selling. Every customer 
is asked, “Do you need any seed,” rather 
than, “We have some good clover seed 


The busy staff of the Johnson seed store 
could barely find time to pause in their 
work for this photograph. Left to right are 
Alvin Johnson, George Johnson, proprietor, 
and Will Gartzke, mill hand. 


at so much per bushel.” Nothing is 
forced upon the farmer. He is merely 
questioned concerning his needs. 

In selling seed Mr. Johnson may ask, 
“Do you want to inoculate this seed? It 
will pay!” The farmer usually thinks 
this is a good idea and another sale 1s 
made. 

Seed Trading Remedied 


“Farmers have learned that we carry 
one of the most complete stocks of 
seeds in the state,” said Mr. Johnson. 
“And this is one reason why they come 
here to buy. When I first bought the 
store the seed inventory was about $500. 
Sometimes, during our busy season it 
runs as high as $20,000 which consti- 
tutes a lot of seed for a small com- 
munity such as ours. A large stock, 
plus the right price, plus the right kind 
of service will do much for any seed 
store in satisfying customers, I believe. 
Nothing mysterious about it at all. It’s 
just ordinary common sense, but it de- 
mands hard work.” 

In combatting the practice of farmers 
exchanging seed, Mr. Johnson has 
adopted an effective method. If a farmer 
comes in and says, “I bought some 
clover seed from Neighbor Jones,” Mr. 
Johnson returns, “that’s fine, Ed. Why 
don’t you bring it down here and let 
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us clean it for you free of charge. We'd 
be glad to do this for you.” 

In the face of such generosity, the 
farmer usually agrees. He brings his 
clover seed to the Johnson store and 
Mr. Johnson sees to it that the farmer 
is out in the warehouse when the seed 
is being cleaned. He shows him the 
waste and in nine cases out of ten, the 
farmer will see for himself what a poor 
buy he made. This little experiment 
usually convinces the farmer that it pays 
to buy seed from a dealer who sells 
only pure seed. 

“I have found this a most effective 
way of combatting the exchange and 
purchase of seeds between farmers,” 
said Mr. Johnson, “and we believe we 
show the farmer his error in a way 
that does not offend him. After an ex- 
perience of this kind he is usually a 
better customer and many times he will 
broadcast his story among his friends, 
thus directing more business to us.” 


Studies Soil Conditions 

Mr. Johnson has made it a point to 
become acquainted with the various 
soils on the farms of his customers. In 
this way he can intelligently discuss 
soil conditions with his patrons and ad- 
vise them in the purchase of their seeds. 

“If a farmer sees that you are anxious 
to help him make money by growing 
good crops for seed, rather than mere- 
ly selling him the seed he appreciates it 
very much,” said Mr. Johnson. “When 
the farmer can come to regard you as 
a friend and counselor rather than just 
a seller, then you are certain to get the 
largest part of his trade and also his 
recommendations.” 

The Johnson seed store is located on 
the principal street in Oconomowoc. 
Seeds have been sold from this one lo- 
cation for more than 60 years and far- 
mers have come to regard the store as 
a landmark. New farmers, too, coming 
to town to buy, cannot help but see 
the store and thus are induced to enter 
and become acquainted. Certain days of 
the week, such as Wednesdays and Sat- 
urdays are farmer days in Oconomowoc 
and the streets are lined with automo- 
biles. Naturally a store with such fair, 
pleasing policies as the Johnson seed 
store, cannot help but get its share of 
the business. 

“T have always tried to impress far- 
mers that we are here to serve and ad- 
vise them as best we can,” declared Mr. 
Johnson. “During the period when 
farmers were making applications for 
seed loans from the federal government 
we helped many farmers fill out their 
applications. Little services of this kind 
are remembered by farmers and the time 
spent in rendering such favors often 
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pays big dividends.” 

In speaking of the terms on which 
he sells seeds, Mr. Johnson stated that 
his store is not on a strictly cash basis, 
but that he is working more toward it 
every year. 

“About fifty per cent of our business 
is cash,” he said, “and we find this per- 
centage increasing a little each year. We 
are very careful to whom we extend 
credit and I can truthfully say that our 
losses on bad accounts during recent 
years have been very negligible. We 
are in a pretty good position to judge 
whether a farmer can pay cash for his 
purchases, or if he is able to meet his 
credit obligations. If we extend credit 
on any sizable purchase we first get 
complete information from the farmer 
on his probable income within a stated 
period out of which the bill will be 


paid. Our percentage of losses is very 
low despite the fact that we have many 
accounts which are not secured by notes. 
However, in allowing credit to a cus- 
tomer, as I said before, it is best to 
lave a very good knowledge of his abil- 
ity to pay within a reasonable length 
of time. 

“Our chick business has turned out 
to be a very profitable enterprise for 
many reasons. One is that most pur- 
chasers ask us about the proper feeds 
for growing chicks. This has enabled 
us to explain feeding formulas to them 
and recommend the kinds of feed which 
we handle. The farmer and his wife 
who buy chicks are almost certain to 
buy some feed also and come back for 
more when the original supply is ex- 
hausted.” 

One of the front windows of the store 


New Money-Makers! 


HERE’S opportunity for you in 1932 on three 


new products— 


Purina Fly Spray for the Home 
Purina Worm Capsules for Hogs 
Purina Tapeworm Kernels 


These products have been added to the Purina 
sanitation line to make it the most complete on the 
market. There are 9 items in all. Every one needed; 
every one in demand; every one advertised. They 
give you extra business from the farms plus added 
business from creameries, milk plants, kennels, 
homes and offices. Your investment is small; 


your turnover rapid. 


Kit of Samples for You! 


A sample kit containing every product in the Purina sani- 
tation line has been reserved for you until June 1, 1932. Fill 
in coupon and mail today. There’s no obligation. See and 
test these money-makers and you'll be quick 


to realize just what they can do in making 


money for you. 


PURINA SANITATION PRODUCTS DEPT. 


PURINA MILLS, 
813 Checkerboard Square, 
St. Louis, Missouri. 


Please send by return mail postpaid the sample kit of 
Purina sanitation products you have on reserve for us. 


Name 


PRODUCTS 


Busi address 


City State 
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is divided into two sections and grow- 
ing chicks are placed in each section. 
One section may contain chicks two 
weeks old, the other, chicks which are 
three weeks old. When customers ask 
about proper feeds, Mr. Johnson takes 
the prospective purchasers to this win- 
dow and poirts out that the three 
weeks’ chicks have been fed exclusive- 
ly on a certain feed which he handles. 
The two weeks’ old chicks have also 
been fed on the same feed and thus 
the farmers can compare the growth 
week by week. No more convincing 
proof of the value of the feeds is need- 
ed. The results speak for themselves. 

“Many times we are able to secure 
small feeding troughs for chicks at a 
low price,” said Mr. Johnson. “If a 
customer buys a certain number of 
chicks or feed we usually give him 
a feeder free of charge. This creates 
good will and has helped to bring the 
women into the store, as they always 
like bargains. There are many instances 
where a customer who is hard to sell 
can be made to buy through the offer- 
ing of some inducement of this type.” 

Mr. Johnson declared that his most 
effective method of advertising seeds 
has been through the use of postal cards. 
Periodic sales messages throughout the 
seed season, printed on the back of pos- 
tal cards, have brought good results and 
have enabled him to get his sales mes- 
sage across to farmers in a simple, ef- 
fective manner. Quite a number of new 
customers have been obtained through 
this type of advertising, he said. 

As long as he can continue to make 
a success of his business by servicing 
farmers who come to his store, Mr. 
Johnson is not going to canvass ex- 
tensively for business. When you go 
to a farmer trying to sell him some- 
thing, you are at a disadvantage, he 
claims. The farmer thinks you are very 
anxious to sell him and that if he holds 
out long enough you will cut your prices 
considerably in order to make the sale. 
However, when the farmer comes to 
your store, because of your advertising, 
or because you have something which 
he must have, then you are at an ad- 
vantage, says Mr. Johnson. In the lat- 
ter case very few farmers will even try 
to mention a slash in prices because 
they feel their request will not be con- 
sidered. 


INDIANA 

Maro N. Knight, 64, died recently at 
his home in Fort Wayne. He was as- 
sociated with his brother, Oras, in the 
seed business. 

Bluff City Flour & Feed Co., Rock- 
port, is advertising for new business, 
offering to exchange 35 pounds of flour 
for one bushel of wheat. 

Geneva Elevator Co., Berne, has re- 
modeled and redecorated its office. 

Charm Flour & Feed Market, Mt. 
Vernon, has been purchased by the 
Posey Seed & Feed Co. 

Lawrence Heishman has purchased 
the interest of the late Lewis A. Stoy 
in the firm of Stoy & Heishman, deal- 
ers in flour, feeds, and seeds. 
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D. F. Howard & Sons 
Pioneer Firm 
Newest Addition 
To Cox Chain 


By Lynne P. Townsend 


F. HOWARD & SONS, grain 
a and feed business of Ware, 
Mass., passed into the hands of 
the Charles M. Cox Co., Boston, early 
in March. With the sale of the Howard 
interests to the Boston concern one of 
the best known and most colortul feed 
businesses in New England came to an 
end and, word of its passing will be 
learned with deep regret by those who 
have followed its career for the last 40 
years. It was one of the best examples 
of that type of store which grew with 
the community it served from a small 
beginning to a large and successful iii- 
stitution, prospering in the exact meas- 
ure that it served the community. 

This business was established by the 
late Dwight F. Howard, who had as a 
partner, a farmer by the name of Fred 
S. Johnson, who is still living in the 
town of Ware. About 30 years ago 
Mr. Johnson retired from the business 
and the two sons, Samuel D. and Wil- 
liam N. came into the business and the 
name D. F. Howard & Sons was adopt- 
ed. The plant, which was originally a 
little mill in the town of Hardwick, 
blossomed out into a large and busy 
mill in the town of Ware and with 
branch warehouses in the towns of 
Hardwick Center, Old Furnace, and 
Coldbrook, while the business spread 
out over the towns of Hardwick, New 
Braintree, Barre and Oakham. 

Firm Always Prospered 

D. F. Howard & Sons prospered from 
the very first. It always enjoyed the 
confidence and good will of the com- 
munities it served and was never seri- 
ously injured by any type of competi- 
tion, cooperative or otherwise which it 
had to face. The partners were per- 
sonally acquainted with practically every 
farm family for many miles around and 
knew also the farmers’ financial cir- 
cumstances, their troubles, the names 
and numbers of their children and al- 
most everything else about them. In 
later years William N. Howard devoted 
most of his time to personal visits and 
canvassing among the farmers of the 
neighborhood with the result that the 
firm always got the lion’s share of the 
business in the community and _ that 
there was mighty little trouble from 
uncollectible bills and the like. 

The service that the Howard broth- 
ers gave always went a lot further than 
simply selling grain and supplies. They 
were in a position themselves to give 


competent advice on a wide variety of 
subjects to their customers and always 
did so freely. In addition to this they 
were constantly going out of their way 
to be helpful in other ways. Sometimes 
the local veterinarian would be sent 
out to look over a customer’s sick live 
stock, or an ailing chicken was sent 
to the state laboratory for examination 
so that disease in the flocks of the cus- 
tomer might be properly treated or 
averted. Wherever the facilities of the 
state college or the services of the 
county agricultural agent could be of 
help these agencies were called in, and 
the farmer was thus put in the way of 
assistance that he might not otherwise 
have had. By these and dozens of other 
unusual but unstudied acts of continual 
helpfulness the Howard brothers made 
for themselves and their business a place 
in the community from which nothing 
from the outside could ever dislodge 
them. 
Ideal Business Partners 


The Howard boys combined in an 
unusual sense qualities that were com- 
plimentary. Sam, the more reserved of 
the two brothers, had a genius for ef- 
ficient and orderly store keeping com- 
bined with a quiet but pleasing person- 
ality which made ready friends of the 
customers who called at the store. Bill, 
on the other hand, was a natural born 
mixer and liked nothing better than to 
get out in the field, to meet the trade 
and to drum up business. The combi- 
nation of the two was a winner from 
the start. Bill brought in a lot of busi- 
ness and Sam took good care of it. 
Now the business of D. F. Howard & 
Sons is no more and Sam is out of 
the grain business entirely. 


The boys gave up their partnership 
arrangement two years ago when, after 
considerable persuasion, the Charles M. 
Cox Co. induced Bill to accept an exec- 
utive position with that concern. That 
Bill was really ready for a bigger job 
and that the Cox company made no 
mistake in securing his services is evid- 
enced by the fact that he has made 
good in a big way since joining the 
Cox forces. He took over the manage- 
ment of the Potter business in Spring- 
field, Mass., which had been lately ac- 
quired by Cox and in spite of the de- 
pression, he has put that business on 
a sound and prosperous footing. AIl- 
though the relationship between Sam 
and Bill has always been unusually 
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Samuel D. Howard 


close, Sam was more than willing that 
Bill should have his larger chance. 
Doubtless if Bill had known how mat- 
ters were to turn out he would not have 
made the change but that is another 
story. 

Sam Howard has carried on alone 
for the last two years and has con- 
tinued all of the Howard policies which 
originally made for its success. He has 
kept the business running at a high 
state of efficiency in the face of the 
most difficult of circumstances. But the 
load has been too great and a few weeks 
ago he suffered a physical breakdown 
which, while not immediately serious, 
promised to become so if he did not 
immediately give up active management 
of the store and devote a number of 
months to rest and recuperation. 

IlIness Reason for Sale 

In the meanwhile the problem arose 
as to what could possibly be done with 
the store and the fine business which 
it was doing. The problem was soon 
settled by Bill who applied to his prin- 
cipals at Boston for leave to take over 
the store at once in the name of the 
Cox company and to pay for it in cash 
a price commensurate with its actual 
worth rather than a price for which it 
might be purchasel under a quick sale. 
This was granted by the Cox interests 
and in three days after Sam’s illness 
the whole transaction was settled to 
his complete satisfaction and he was 
on his way to Florida to recuperate. 
The Cox company was already operat- 
ing a large retail store in the town of 
Ware and the two stores were imme- 
diately consolidated under the local 
management of Napoleon St. George, 
previously manager of the other store. 
The buildings and yard facilities of the 
Howard business are being used by 
the consolidated business. 

D. F. Howard & Sons have long 
specialized in the products of the whole- 
sale department of the Cox company, 
so that the change will work no hard- 
ship on either the business or its cus- 
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tomers. 


It is fair to say, however, and 
with no disparagement to such local 
management as may be provided, that 
the grain business in Ware will not 
seem the same without the dynamic per- 
sonality of Bill Howard or the quiet, 
efficient and painstaking efforts of Sam 


Howard behind it. As this is written 
we are in receipt of favorable reports 
concerning Sam’s-health. He is in the 
hands of the best medical attention 
available and every one who knows him 
or knows of him will hope for a com- 
plete and speedy return to health. 

The newspaper dispatches which re- 
cord the sale of the Howard interests 
to the Cox company state that the latter 
concern is now operating more than 100 
retail stores in New England. 


Letters from 


Our Readers 


Thank You, Forest 


Now that I am entirely divorced 
from the feed business, I believe that 
I can tell you exactly how I feel about 
The Feed Bag without anyone accusing 
me of having ulterior motives. 

I have always been entirely sold on 
the fact that The Feed Bag is one of 
the finest papers I have ever seen in 
my, life, and if I were in the feed busi- 
ness and in a position to control the ad- 
vertising, there would never be an issue 
of your, paper that did not carry a full 
page ad of mine. 

I would also like to state that the 


SHOW 


and you will SELL CHICK STARTER 


Exclusive Patented 
Wayne Idea 


Slit the pack- 
age. Foldin 
the sides. 
And there’s 
your auto- 
matic hop- 
per—filled 
with thefinest 
chick feed 
made. 


MAY dealers have told us that this Wayne Automatic 
Hopper Box is the biggest idea ever offered them for 


selling feeds. 
over it. 


It’s a sure winner. 
And remember this: 


store is the place to buy Chick Starter! 


Feeders get enthusiastic 
It is an exclusive, patented 
Wayne idea—backed by new merchandising methods. 
other plan is so novel, so complete for selling Chick Starter. 
We have invested many thousands of dollars in it—to help 
you build volume sales on Chick Starter this Spring. 


Get this Automatic Hopper Box in your store and we will 
put our merchandising plan to work for you at once. 
every chick raiser in your territory will know that your 


No 


Soon 


Write us today for full information. 


ALLIED MILLS INC., Executive Offices: CHICAGO 


Page Twenty-six 


THE FEED BAG—APRIL, 1932 


Central Retail Feed association is one 
of the best trade organizations I have 
ever come in contact with. 

Any time that you are in Minneapo- 
lis, I certainly would like to have you 
drop up to 929 Plymouth building and 
have a chat with me. I like my new 
line of work very much and feel that 
I will continue to do so. If anybody 
inquires about me, give them my best 
regards, and as for yourself, my best 
wishes are always for you. 

FOREST SECOR 
Minneapolis, Minn. 


The “Best Bet’’ 


We recognize the fact that The Feed 
Bag is the best bet in the field and 
is in a territory where we are espec- 
ially anxious to keep before the trade. 

W. ST 


NE 
Pearl Grit Corp. 
Piqua, Ohio 
* 


Two Real Problems 


I have been wanting to tell you of 
a few things that_seem to hurt the 
feed business. First that the operators 
of the portable feed mills are. getting 
the. rebate on all gasoline used claim- 
ing it for farm use. 

Second, a number of small towns 
around us are asked to cut out patron- 
izing any trucks and stay by the rail- 
roads or they will discontinue oper- 
ating the railroads. If an arrangement 
could be made whereby split cars, from 
two or three manufacturers in the Twin 
Cities could be loaded for us at no extra 
cost, it would help a lot to cut out 
the trucking. 

If you have any suggestions along 
these lines, we would appreciate hav- 
ing them. 

WILLIAM HERPST 
Elmwood Lumber & Grain Co. 
Elmwood, Wis. 


* * * 


Lost But Wanted 


Will you please send us the last copy 
of The Feed Bag? Ours was lost or 
misplaced and there is an article in it 
that we would like to read. 

E. M. SCHNEIDER, 
H. P. Schmidt Milling Co., 
Oshkosh, Wis. 


NEW YORK 

Evan E. Fraser, 86, vice president, 
Hilton Milling & Warehouse Co., Hil- 
ton, died recently at his home. 

John C. Miller, Fredonia, who oper- 
ated a builders’ supply business for 
many years, has added a feed depart- 
ment. 

Joseph T. Baldwin, manager of the 
Whitesville mill of the Wellsville Mill- 
ing Co., died March 8 at the home of 
his daughter in Buffalo. 

H. L. Eaton, Barker, has moved his 
feed business into larger quarters in the 
Waring building of this city. 

Charles A. Welcher, Newark, who 
has been engaged in the feed business 
for the past 50 years, plans to retire in 
the near future. 


| 
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Prof. F. B. Morrison 


Cornell University, Ithaca, N. Y. 


FEEDS AND FEEDING 


Special Department for Our Readers 


Conducted Exclusively in The Feed Bag 


Prof. J. G. Halpin 


University of Wisconsin, Madison 


Professor Halpin Explains 
Causes of Molting 


URING the early winter months 
complaints are heard that sound 
something like this: “We had a 

beautiful crop of pullets this year. We 
put them in the laying house soon after 
they started to lay. They laid well for 
about six weeks and then went down 
in production and are now molting. We 
think that the feed must be to blame but 
we have used the same mixture in past 
years with good results.” 

What is the reason for pullets laying 
and then stopping and molting. As a 
matter of fact, there are many reasons 
why they may stop laying and if they 
do stop laying they usually molt. That 
is, a molt either partial or complete 
practically always follows if they stop 
laying. There are many reasons why 
pullets stop laying. 

Why Hens Molt 

Let us examine some of them. In 
the first place, if pullets are hatched 
too early, they may behave like old 
hens. A number of years ago an ex- 
periment was carried out at the Cornell 
university experiment station in which 
they hatched chicks from the same pen 
each month in the year. The chicks 
hatched in the fall would develop rap- 
idly in the early spring, come into egg 
production, and then when fall came 
they would molt just the same as their 
sisters that were hatched several months 
earlier. In the same way, sometimes 
our January and February hatched 
chicks start to lay so early in the sum- 
mer that they behave just like hens. 
They lay well during the late summer 
and early fall and then they molt. This 
often is spoken of as a false molt. 

Other times we find flocks of pullets 
hurried into egg production so fast that 
they begin to lay before they have ac- 
tually finished their feather growth. It 
is hard for some people to believe but 
it seems to be true nevertheless that a 
pullet must go through the different 
“chick molts”. If a pullet starts to 
lay before it has put on its adult plu- 
mage, then it invariably stops laying 
and molts. When this happens, the 
flock usually lays a lot of little eggs— 
“pigeon eggs’—and then wastes a lot 
more time molting than would have 
been used if they had grown a com- 


Feeding School 


1. Does extremely early hatch- 
ing increase the probability 
of a false molt? 


2. Does laying at an unusually 
early age increase the prob- 
ability of the winter molt? 


3. Does breeding influence the 
probability of winter molt? 


4. Does extremely early laying 
increase the probability of a 
pullet laying very small eggs 
at the start of production? 


5. Is the fact that a hen laid 
225 eggs proof that she is a 
steady winter layer? 


6. Is loss of body weight dur- 
ing the winter desirable? 


7. Will sudden fright cause the 
flock to molt? 


8. Will neglect of the supply of 
drink cause a molt? 


See Page 31 for Answers 


plete crop of feathers before they start- 
ed to lay. Probably nothing can be 
done to prevent the “false molt” if the 
flock starts to lay before they are near- 
ly full plumaged. 

Breeding Affects Molt 

On the other hand, many flocks of 
pullets are not forced into egg pro- 
duction too quickly. They are well 
grown during the summer, feather well 
and come into egg productidn at about 
the right body weight for the strain, 
start to lay and then they go down in 
egg production and, of course, molt. 

What are the reasons why, flocks do 
this? One important reason is the 
breeding. In other words, that is the 
natural thing for some pullets to do. 
If we can check back we will find that 
their mothers and grandmothers did ex- 
actly the same thing. 

In the past, even the better breeders 
have been satisfied to breed from cock- 
erels whose dams laid say 200 to 225 
eggs in a year. As a matter of fact, 
a hen of good intensity can produce 
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225 eggs in a year and still have a 
winter pause of six weeks against her. 
From the breeding standpoint this has 
not worked out always because there 
are many reasons besides the breeding 
that may be responsible for the winter 
pause. 
Molt From Feed Change 


We may have a flock that is bred 
from many generations that has not 
shown the winter pause. Such a flock 
can be thrown into a winter molt if 
something happens to them to make 
them stop laying. A few years ago a 
certain feed company was putting out 
a satisfactory egg mash. Customers 
were getting good results. Then some- 
one conceived the idea of grinding the 
mash very fine. No change was made 
in the formula and the quality of ma- 
terials used was the same. The flocks 
had been accustomed to eating the 
coarser ground mash and did not take 
kindly to the finely ground mash. They 
did not eat enough to maintain egg 
production and they stopped laying and 
molted. Another flock that had been 
accustomed to eating a fine ground 
mash was switched at the same time. 
This second flock were accustomed to 
eating a fine ground feed, kept right 
on eating its mash and maintained egg 
production. 

Time and again we have seen good 
flocks go into a molt because of a sud- 
den change in the feed, but the point 
to be remembered is that with flocks of 
certain breeding this winter pause is an 
inherited tendency and they will stop 
laying because that is the natural thing 
for them to do. 


Feed Flocks Regularly 

Forgetting to feed the flock at night 
may result in a winter pause. If the 
drink dish runs dry for a few hours 
that also may cause them to stop. Any- 
thing that upsets the flock may make 
it stop laying. 

Few flocks are bred carefully enough 
so that they can average 24 eggs a 
month and keep it up. Whenever I hear 
of a flock that is laying 80 per cent, 
I always expect to hear that that flock 
has gone down in production, and that 
the owner is dissatisfied. If a flock lays 
50 per cent in December and January 
the average owner will be well satis- 
fied. On the other hand, if they lay 
80 per cent in December and go down 
to 20 per cent in January, then the 

(Continued on Page Thirty-two) 
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THERE’S PLENTY 
OF PROFIT IN 


... the new food 
ration produced 
cheapest by the 
improved 
California 
Pellet Mill 


—= 


TURN FEED INTO PELLETS... 
TURN PELLETS INTO PROFIT 


NOW you can offer customers a NEW Pellet Feed that your 
competitors don't have —a superior food ration for all kinds 
of stock made from mashes and easily sold at a premium 
price. You can sell at a far larger profit than you earn at pres- 
ent. You can manufacture Pellet Feed right in your warehouse, 
when and as wanted. You can promote your special brand and 
quickly build up a patronage that will win you hundreds of NEW 


customers. 


We have perfected the California Pellet Mill—a remarkably 
compact unit that automatically turns out tons of Pellets per 
day—Pellets of any size from a tiny granule to a chubby size. 
This machine will quickly pay for itself and then you can earn 
EXTRA profits for years to come. 


FOR ALL KINDS OF STOCK 
California Pellet Food is the scientific ration for all stock—. 
POULTRY, BIRDS, HOGS, GOATS, RABBITS, HORSES. 
COWS, SHEEP, etc. Your standard mash mix is supplied to the 
Mill's Feeder which delivers the exact quantity into a temper- 
ing chamber where it is uniformly mixed and pelletted. Hun- 
dreds of thousands of Pellets are made in a few minutes. 


ANYBODY CAN OPERATE THE MILL 
Your cheapest help can operate the Caiifornia Pellet Mill. No 
intricate mechanism. Practically fool-proof. Very rugged con- 
struction. Operates with electric motor. Extremely economical 
in first cost and upkeep. 


FFICIALLY RECOMMENDED 
U. S. Governmental, State and County Farm advisors and 
stock-breeding experts highly endorse Pellet Food as the 
proper method of balancing food rations. This is your ee 
tunity to revitalize your business and win EXTRA PROFITS 
without heavy investment. 


MAKE SEND FOR FREE PELLET SAMPLES 
PELLET FEED Mail the Coupon today and we will gladly send liberal samples 
YOUR of all types of Pellets made by this machine and will furnish 


literature completely illustrating and describing the mill—with 
BUSINESS prices and Profit Data. " — 


California 
1PELLET MILL 


CALIFORNIA PRESS MFG. CO. 
Designers and Manufacturers 
1816 Folsom St., San Francisco, Calif. 


MAIL COUPON FOR PELLET SAMPLES and LITERATURE 


CALIF. PRESS MFG. CO. 

Folsom St., San isco, 
Without obli ation, send Pellet Feed Samples and Bulletins describ- 
ing your Pellet Mill, etc. 


ADDRESS 
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Phones 135 and 118 


ILLINOIS DISTRIBUTORS FOR 
CLO-TRATE CONCENTRATED COD LIVER OIL 


HERRICK 
FEED 
CO. 


HARVARD ILLINOIS 


WHOLESALE GRAIN & FEED 
SHIPPERS 


100% FOR THE DEALERS 


Linseed Meal and all other 
feed ingredients available 
in mixed cars with 
STERLING products. 


Write or wire for prices. 


Northrup, King & Co. 


Minneapolis, Minn. 
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Poultrymen Urged to Carry On 
Despite Market Trends 


poultrymen have decided on a 

plan of operation for the coming 
season and have either placed their 
orders for baby chicks, or have already 
filled their brooder hcuses. This year 
a great many have followed their usual 
plan but too many seem to be reluc- 
tant about carrying on as they normal- 
ly would and either have decided defi- 
nitely to curtail their operations or are 
waiting for some sign of encourage- 
ment before deciding on the number 
of baby chicks they will brood. 

A large and successful poultryman re- 
cently said, “We are carrying on as 
usual. We have never seen fit to fol- 
low the mob or to try to outguess any- 
body on what the next season will be 
like. We stick as close as we can to 
our long-time program, for we have 
learned, through bitter experience, that 
we can’t adapt our enterprise to short- 
time trends except in minor particu- 
lars. We are neither optimists nor pes- 
simists. We follow a middle course 
and keep eternally at it. We are con- 
stantly working toward the improve- 
ment of our flock and toward increased 
efficiency in its management. In this 
way we make real profits when things 
in general are on the up and up, and 
we pull through nicely, thank you, when 
many of our good neighbors and poul- 
trymen friends are deciding that there 
is no money in poultry.” 

The future of the poultry industry in 
the eastern states is bright indeed. Our 
markets are unsurpassed and our breed- 
ing stock cannot be equalled elsewhere 
in the United States. The poultry busi- 
ness here is not, and will not, be over- 
done. Compared to other agricultural 
enterprises it is in a decidedy enviable 
position, even today. 

If any man is wavering in his deci- 
sion as between no chicks at all and 
cheap nondescript chicks, we would 
urge him to decide in favor of no 
chicks. Efficiency will count this year 
as seldom before. The man who has a 
flock of healthy, rugged productive pul- 
lets this fall will reap satisfactory 
wages for his season’s efforts. Labor 
is wasted when applied to chicks that 
haven’t the inherent ability to become 
efficient producers. Buy good chicks— 
there is no profit in any other kind. 


The same is true of feed. The dif- 
ference in cost between a right feed 
and a wrong feed is but a few cents 
per bird. A right feed fed to good birds 
returns profit. The best of birds can- 
not produce efficiently nor profitably on 
an inadequate diet. And _ conversely 
good feeds cannot make good birds out 
of poor ones. 


It’s just a plain matter of dollars and 
cents profit to poultrymen to feed good 
scientifically complete feeds to good, 


[ | SUALLY by this time of the year 


healthy, inherently productive _ birds. 
Good chicks and good feeds are lower 
in price today than they have been in 
many years. 

If we were to offer advice to poul- 
trymen today, we would simply quote 
the words of our poultryman friend: 

“Carry on as usual. Keep eternally 
at it. Work constantly toward the im- 
provement of your flock and toward in- 
creased efficiency in its management.” 

The poultry industry is sound—carry 
on!—R. A. Browning in Park & Pol- 
lard Scratch. 


Cc. P. Gullick John Barton 


WALTER BROTHERS feed mill 
and power plant, Tilden, Wis., was des- 
troyed by a blast and subsequent fire 
which resulted when a can of oil which 
was being heated exploded. Total loss 
is estimated at $30,000. 


NEW SEED OFFICERS 


New officers of the Association of 
Commercial Seed Analysts of North 
America were elected at a recent meet- 
ing. They are Kercheval E. Smith, 
Baltimore, Md.,_ president; Helen 
Peebles, Cincinnati, Ohio, vice presi- 
dent, and Lillian C. Cader, Minneapo- 
lis, Minn., secretary and _ treasurer. 
Walter C. Pfaender, Chicago, IIll., was 
named chairman of the membership 
committee. 


Daniel Davis Leslie Brown 


National Oil Products Co., Inc. 
Has New President 


HARLES P. GULLICK, 

merly treasurer and general sales 

manager, National Oil Products 
Co., Inc., Harrison, N. J., recently be- 
came president of the organization, suc- 
ceeding M. A. Richards, who has re- 
tired because of ill health and will serve 
in an honorary position as chairman 
of the board. 

Other officers of the firm who will 
continue in their present capacities are 
John H. Barton, vice president; G. 
Daniel Davis, secretary, and Ralph 
Wechsler, treasurer and technical direc- 
tor. Leslie M. Brown will continue as 
director of sales, farm feed division and 
Albert A. Vetter becomes a member 
of the board of directors. 

Mr. Gullick, the new president, is 
cone of the founders of the National 
Oil Products Co. He is widely known 
in the textile, glue and paper industries 
and was recently elected head of the 
Sulphonated Oil Manufacturers associa- 
tion, a national trade body. 

The National Oil Products Co. was 
founded in 1876 when the Turkey Red 
Oil Co. was formed, with offices at 
Newark, N. J. This company was taken 
over in 1907 by the National Red Oil 
& Soap Co., Newark, which was found- 
ed by Mr. Gullick. In 1912 the name 
of the organization was changed to the 
National Oil Products Co., and the 
plant was moved to Harrison, N. J. 
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Growth of the firm has been rapid. 


The company is well-known in the 
feed trade as the producer of Nopco 
cod liver oil and vitamin D concentrates. 
It also manufactures oils of various 
kinds for other industries. Recently the 
company announced a new hair tonic 
which has been trade-marked “Euthol’” 
and is distributing free samples to all 
who request them. A sanitary division 
of the firm has been formed and a new 
line of deodorants and disinfectants for 
both home and commercial use is ex- 
pected to be announced soon. 


Despite adverse conditions during 
1931 the company enjoyed the largest 
business in its history, and anticipates 
an even greater volume in 1932. 


MEET AT BEAVER DAM 

A meeting was held Thursday even- 
ing, March 3, at the Rogers hotel, 
Beaver Dam, Wis., by the Beaver 
Iam District Dealers club of the Cen- 
tral Retail Feed association. Paul De- 
Leon, manager of the service depart- 
ment of the Wisconsin Power & Light 
Co., Madison, discussed “Power Costs”, 
a topic of much interest to dealers. 
Next month, according to Colby Porter, 
secretary, Mr. DeLeon will speak to 
the club on the results of a survey of 
power costs among feed grinders of 
the Beaver Dam territory. 
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Edward La Budde Heads 
Milwaukee Exchange 


Edward La Budde, La Budde Feed 
& Grain Co., Milwaukee, was elected 
president of the Milwaukee Grain & 
Stock exchange at the annual election 
April 4. Other officers chosen were 
O. R. Sickert, first vice-president; John 
V. Lauer, second vice-president, and H. 
A. Plumb, secretary-treasurer. 

Directors elected were L. J. Keefe, 
J. W. Kruse and Herbert H. Ladish. 
All were elected for a three-year term. 
Those named on the board of arbitra- 
tion for two years were Charles F. 
Coughlin, William Eiteneier and Carl 
A. Houlton. Thomas M. Corcoran and 
S. G. Courteen were elected to the 
board of appeals to serve for two years. 

The annual meeting of the Milwaukee 
Grain & Stock exchange will be held 
on April 11, at which time the new of- 
ficers will be inaugurated and the an- 
nual reports of retiring officers pre- 
sented, according to H. A. Plumb, sec- 
retary and treasurer. 


EAU CLAIRE MEETING 

The Eau Claire District Dealers club 
of the Central Retail Feed association, 
held an interesting meeting at Eau 
Claire, March. 31. Professor A. L. 
Stone, University of Wisconsin, was 
one of the guest speakers. He talked 
on the seed and weed law. Dealers 
were much interested in his remarks 


Edward La Budde 


Mr. La Budde, newly elected president of 
the Milwaukee Grain & Stock Exchange, is 
widely known in the grain and feed busi- 
ness. He has been a member of the ex- 

change for more than 30 years and is presi- 
dent of the La Budde Feed & Grain Co. 


and left the meeting with a much clear- 
er meaning of this important law. 

George Curry, the second speaker, 
gave an interesting talk on the ton- 
mile tax. He explained how the present 
law affects the business of every con- 
cern in the state and constitutes a bur- 
den to every firm which operates a 
truck. 


Ask Federation to Meet 
At Atlantic City 


The New Jersey and Pennsylvania 
members of the Eastern Federation of 
Feed Merchants are using their influ- 
ence to have the summer convention 
held at Atlantic City. This activity is 
doubtless the result of a report of the 
findings committee at the winter con- 
vention which favored Atlantic City as 
the meeting site. 

It is maintained by the members 
from both states that the meetings have 
always been held at points in central 
or western New York, which were not 
easily accessible. Atlantic City would 
be easily reached by the members in 
the central and eastern part of New 
York, but some members in the west- 
ern section believe it is too far to at- 
tract a large delegation. 

A suggestion has been made that if 
Atlantic City is selected the members 
who are unable to attend could meet 
with the Mutual Millers & Feed Deal- 
ers association at its convention in 
August. This would be held at James- 
town which could be easily reached by 
members in most parts of New York 
and Pennsylvania. 

The final decision will be announced 
in the next issue of The Feed Bag. 


HERBERT SLIGH, 34, credit man- 
ager for the Krause Milling Co., Mil- 
waukee, died March 15 from injuries 
received in an automobile accident. 


A-C 
POULTRY 
FEEDS 


stand for quality 


“An A-C 
Feed for 
every 
need’’ 


These feeds have stood up under 
the most severe tests—and are 
known to produce “A FEEDERS 
PROFIT’”’ 


Here is your opportunity to build 
up a business that will substan- 
tially increase. 


MIXED CARS, WITH FLOUR AND 
© MILL FEEDS OUR SPECIALTY. ® 


ISCONSIN MILLING CO. 


Menomonie, W isconsin 
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EUTSCH & SICKERT 
COMPANY 


400-401 Chamber of Commerce 
MILWAUKEE, WISCONSIN 


REPRESENTATIVE OF 


| Staley Sales Corp. 


Corn Gluten Feed 23% Protein 
Corn Germ Meal 18% Protein 


Staley’s Soy Bean Oil Meal 
41% Protein 


Straight and Mixed Cars 


Use the Phone 
DISTRIBUTORS Call 
Marquette 


PURITAN BRAND 
Genuine Oyster Shells 


Write for delivered prices 3140 
° 3141 


Get our CORN and OAT Prices an | 


Feeds of all kinds also Hay— 
Alfalfa Hay a Specialty 
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Announce New Machine 
For Making Pellets 


California Press Mfg. Co., San Fran- 
cisco, has developed a new machine de- 
signed for the economical production of 
pellets in various forms. It is especial- 
ly suited for dealers who manufacture 
their own line of rations, the firm an- 
nounces. 


The machine pellets the mix 


into 


into small cylindrical forms and_ will 
turn out several tons per day in sizes 
ranging from tiny granules to bulky 
pieces. The unit is compact and con- 
sists of a mixing compartment and 
molding device. It is powered by an 
electric motor. 


State and county agricultural agents, 
the company reports, are paying more 
and more attention to the feeding of 
rations in pellet form to poultry and 
livestock. This method, it is pointed 
out, permits forced feeding and results 
in the reduction of waste and labor 
costs. 


Interesting literature describing the 
new machine in detail has been pre- 
pared by the firm and will be furnished 
to dealers free on request. Correspond- 
ence should be addressed to California 
Press Mfg. Co., 1816 Folsom St., San 
Francisco, Cal. 


Answers to Feeding 
School Questions 


1. Yes 5. No 
2. Yes 6. No 
3. Yes 7. Yes 
4. Yes 8. Yes 


Questions on Page 27 


ILLINOIS 

Kessler feed store, Somonauk, was 
destroyed by fire March 9. 

Henry W. Schnitker, Irvington, has 
purchased the Muenter elevator. 

Seward Fisher, Hillsboro, has opened 
a flour and feed business. 

Brown & Colombo feed store, Mur- 
physboro, was recently robbed of cash 
and several items of merchandise by 
burglars who broke through the glass 
panel of the front, door. 

Barnstable Feed & Supply Co., Tay- 
lorville, Ill, has been reorganized into 
three divisions with headquarters at 
Taylorville, Nokomis and Hillsboro. 

R. M. Holt feed mill, Elmwood, has 
been reopened after being closed a week 
following the death of its owner. 
Charles Watson, brother of Mrs. Holt, 
is in charge. 


M. F. Zimmerman, Rock Falls, has 
taken over the management of the 
Freas feed mill, Milledgeville. 

Harry V. Weeks, Millington, has com- 
pleted the construction of a new eleva- 
tor. 


Kessler feed store, Somonauk, was 
destroyed by fire March 18. 

West Frankfort flour and feed store, 
West Frankfort, was demolished by an 
explosion March 22. The cause of the 
blast is unknown. 


Peoria Market & Feed Co., Peoria, 
has been incorporated for $5,000 by 
Charles, Sam and Anetta Weinstein, all 
of Peoria, and Ida Franckman, Chilli- 
cothe. 

Edward Burrows, Rockford, whole- 
sale flour and feed dealer, died recently 
at his home from a heart attack. 


Here’s 
A sure-fire profit 


plan for yout 


Vitalize 
Poultry Feed 
with Conkeys 


A powder rich in 
the B vitamins of 
brewers’ yeast and 
the A and D vita- 
mins of cod liver 
oil. The elusive 
A and D vitamins 
are held secure by 
Conkeys special 
patented process. 


Feed Dealers and 
Millers will profit 
most by handling 
the complete line of 
Conkeys Poultry, 
Dairy and Stock 
Feeds. 
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Let Conkeys Y-O put you a 
step ahead of your competi- 
tors! ... Mail coupon today! 


Mr. Mill Owner! Youcan make every poultry raiser in your 
community a booster for your feeds. You can get a reputa- 
tion for producing the best poultry feed obtainable in your 
section. You can increase your poultry feed business and 
help your customers make more money out of their flocks. 
Just add to your feed : 


Conkeys ¥-O 


Conkeys Y-O is the nationally advertised poultry feed vita- 
lizer that has proved its efficacy in actual use by the fore- 
most poultry raisers of America. These poultrymen know 
from long experience that Conkeys Y-O makes hens lay more 
and larger eggs with stronger shells—eggs of increased fer- 
tility and hatchability—eggs from which can be hatched 
stronger chicks, free from leg weakness (rickets) and subject 
to lower mortality—chicks that grow faster, look better and 
bring more money. 
Start using Conkeys Y-O in your feeds at once. 
quickly it steps you ahead of competition. 
will bring you details, prices, etc. 
6761 BROADWAY 


THE G. E. CONKEY CO. Glivecann, onto 


Mills: Cleveland, O.; Toledo, O.; Nebraska City, Nebr.; Dallas, Tex. 


See how 
The coupon 


Gentlemen: Tell us more about how Conkeys Y-O 
will help us increase our feed sales and profits. 
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Wisconsin Cooperatives 
Form Association 


United Cooperative association has 
been formed by ten dealers in Central 
Wisconsin with headquarters at Colby, 
for the purpose of creating a buying 
pool. 


Meetings are held on the second 
Thursday of each month and business 
activities of the association and trade 
problems are discussed. The organiza- 
tion is buying all of the commodities 
needed by its members on a coopera- 
tive basis. Special contracts have been 
drawn up for flour and millfeeds, com- 
mercial feeds, mashes and seeds, and 
other products such as oyster shells, fer- 


tilizers, salt, are expected to be included 
in the near future. 

Firms enrolled in the new association 
are Athens Cooperative Produce Co., 
Athens; Harmony Cooperative Produce 
Co., Colby; Farmers Cooperative Co., 
Marshfield; Edgar Equity Produce Co., 
Edgar; Cooperative Farmers Produce 
Co., Marathon; Milan Farmers Coop- 
erative Produce Co., Milan; Farmers 
Cooperative Co., Spencer; Farmers Co- 
operative Produce Co., Stratford; Med- 
ford Cooperative Co., Medford and Dor- 
chester Cooperative Co., Dorchester. 


McDONOUGH FLOUR & FEED 
Co., Peoria, Ill., is adding an upper 
story to its stock room to accommo- 
date increasing business. 


— WHEAT 
MIXED FEED 


Wheat Low Grade Flour, Red Dog. 4 
Middlings, Bran, Screenings 
not exceeding mill run - 


ST.PAUL, MINN. — 
S- Office Office 315 Corn Exchange 
MINNEAPOLIS, MINN. yy 


CAPITAL FLOUR MILLS, 


MINNEAPOLIS, MINN. 


Queen Wheat Feed 
Cherokee Middlings 
Mid-Dog Middlings 


ee Your trade will appreciate 
these quality feeds, and in- 
crease your volume of busi- 
ness which means: increased 
number of customers and 
larger profits .. These quality 
feeds are manufactured in our 
own mills. 


Inc. 


Medium XX 


2 NEW SUPERIOR DIAMOND 


Grinding Plates 


have been perfected in our 
plant — the latest develop- 
ment in plate makeup. 

We guarantee these p!ates 
to last longer, grind faster 
and cooler, give better satis- 
faction all around than any 
similar p!ates now offered. 

A set of these plates will 
be shipped on thirty days 
trial — you to be the sole 
judge of their performance. 

If they fail to give satis- 
faction we agree to take them 
back and pay shipping costs 
both ways. Get our new and 
lower Price List today. 


Diamond Huller Co. 
WINONA, MINN., U.S.A. 


Builders of the Diamond 
Ball-Bearing Attrition Mills 
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Feeds and Feeding 


(Continued from page Twenty-seven) 


most of us are disgusted with them. 
The number of eggs produced would, 
of course, be the same. 

How to Avoid Slump 

What then is the chance of getting 
along without a winter pause? As stat- 
ed before some flocks can be expected 
to stop no matter how well fed. Other 
flocks can be kept going if they are well 
fed, well housed and well managed. To 
be well fed they must have a ration 
that supplies all of their needs. They 
must not have to withdraw from their 
body storage. If the flock begins to 
lose weight, then the feeding must be 
changed so as to bring them back to 
full weight. 

To be well housed means that the 
house must protect them from sudden 
changes in temperature, give them a 
satisfactory place in which to eat, drink, 
sleep and exercise. 

Good management includes every- 
thing else such as regularity in feeding 
and methods of care. If good manage- 
ment is carried out, the flock will not 
be annoyed by visitors, frightened, or 
anything allowed to happen to upset 
the normal balance of things. Some- 
times these undesirable things happen 
in spite of all that we can do. When 
they do happen we usually have to pay 
for them in decreased egg production. 


i] HOME OF WCCO STUDIOS | 


NICOLLET 


the Gateway 
MINNEAPOLIW 


When in MINNEAPOLIS 
why not gratify that long felt 
‘want of an atmosphere of 
_ friendliness, comfort and re- 
laxation by Staying at 
NEW NICOLLET. 


Six hundred rooms complete 
in every detail at exception- 
ally reasonable rates. ania 
fulbeds. 


Moderately priced Restau- 
e tant and Coffee Shop. 


blocks from both 
depots. 

Tourist ‘Bureau directly 
posite. 


B. 


if CAPITAL 
MILs. 
~ 
| 
| 
| 
4 Vew 
se. 
i 
Rapid Cut | 
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Soybean Oil Meal Wins 
Feeders’ Approval 


Rapidly growing popularity among 
feeders for soybean oil meal, a new 
mineralized concentrate, is reported by 
Soya Products, Inc., Chicago, manu- 
facturers. The new product was re- 
cently introduced to the ‘trade. 


An interesting booklet explaining the 
new feed and listing tried and tested 


dairy cattle, sheep and horses has 
just been issued and may be obtained 
free by writing direct to the firm which 
is located in the Board of Trade build- 
ing, Chicago. Everett Roquemore is ad- 
vertising manager of the company. 


C. P. WOOLVERTON, well-known 
in the commercial feed industry, has 
just been made general manager of the 
Grain Belt Mills Co., St. Joseph, Mo., 


rations for poultry, swine, beef and succeeding C. S. Kenney. 


PILOT BRAND 
OYSTER SHELL FLAKE 


has grown and grown in sales. It has 


long been the leader in volume and is 
accepted by poultrymen here and 
abroad as the standard in quality. 


PILOT BRAND is nationally distributed 
and advertised. 


OYSTER SHELL PRODUCTS CORPORATION 
New York St. Louis London 


“a 
SHE DOESN’T HAVE TO CALL 
THEY KNOW WHAT THEY LIKE! 


Be sure to include Dairylea Dried Skim Milk in your poultry feeds. Prac- 
tical poultrymen insist on DAIRYLEA. Keeps chicks strong and healthy from 
the start. Carried by principal feed dealers throughout Eastern territory. 
Detailed feeding instructions sent on request. 


FILL OUT COUPON AND MAIL TODAY : 
Dairymen’s League Cooperative Association. Inc. FB - 
Room 2140, 11 West 42nd St.. New York City 1 


Please send free bulletin and prices on Dairylea 
Dried Skim Milk. 


Packed in 
100 Ib. bags 
and 150 Ib. 

Barrels 


Name 


Address. 


My feed dealer is 


GIVE CHICKS AND POULTRY 


THE “hody building” 


SUCCESSFUL feeders use and recom- 
mend these two scientifically prepared 
ingredients. 


Armour’s Meat and Bone Scraps 

A complete mixture of high feeding 
value—in two granulations. Not less 
than 50% Protein. 


Armour’s Special Steamed Bone Meal 
An appetizing, highly digestible and 
economical ingredient for mixture with 
other feeds to build up the bone struc- 
ture. Guaranteed 65% B. P. of L. 


There are other high-grade Ar- 
mour Feeds too. Write or wire 
us for prices or ask to have 
our representative call on you. 


ARMOUR AND COMPANY 
Dept. C 
Union Stock Yards Chicago, Il. 


Plants conveniently located to 
insure you prompt delivery. 


Depends on You— 
Step Ahead with Armour Feeds 


Re Hagerman, N.M. 


TRY OUR 
PECOS SPECIAL 


IT’S BETTER 


Your inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 
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‘The Editor of a Leading Trade Publication Says: 


**Without exception, the owners of Blue Streak Custom Hammer Mills, whom I have 
talked with, have been making profits on feed grinding. These owners tell me that the 


high quality of grinding draws customers from a wide territory. 


present charges for grinding which are admittedly the lowest on 
record, still leave them a nice profit. This is true because Blue 
Streak power and repair costs are exceptionally low. 
NOTE: Next month’s ad will tell you how a nationally known packing firm reduced 
upkeep costs 85 per cent by installing a Blue Streak for grinding fertilizer. 
You, too, can make rea! profitsona very smallinvestment. To- 
day, the prices of Blue Streak Custom Mills are low—too low in 
fact. In addition, you can install a Blue Streak in your plant for 
avery modest initial payment. 


Write for Complete Information. 


RATER PULVERIZER COMPANY 


Manufacturers of Blue Streak Custom Mills 


Dept. U, 1829 South 55th Ave., Chicago, Ill. 


They also say that 


GUARANTEE 


The Blue Streak 
Hammer Mill is 
guaranteed un- 
qualifiedly to 
grind feed better 
at a lower cost 
per 100 pounds 
than any other 
mill now on the 
market. 

Prater Pulverizer Co. 


(This guarantee 
has stood through 
hundreds of tests.) 


ALL GRADES 


Cottonseed Meal 


Arrival Drafts ——~ Quick Shipments 


Humphreys-Godwin Co. 


Established 1898 MEMPHIS, TENN. 


ce ‘‘All your needs in grain and feeds’’ fe 


FEED JOBBERS 


Also Representing: 


ROSENBAUM BROTHERS, Chicago, il 
HENRY LICHTIG & CO., Kansas City, Mo 
CREAMERY ’CO., Omaha, Neb 


MUTUAL RENDERING CO., Philadelphia, Pa 
OYSTER SHELL PRODUCTS CO., Philadelphia, Pa. 


J. C. HUBINGER BROS. CO.. Keokuk, Ia. ................5065 


CRAIG & COMP ANY, Philadelphia, Pa........... Blackstra Molasses 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


Gluten Feed 
Grain 


Proper Mortgage Covers 
Additional Debts 


It is proper to insert in a mortgage 
on a farmer’s real property or livestock 
a provision to the effect that the mort- 
gage covers additional credits which 
may be granted btyond the amount 
owing at the time the mortgage was 
given, according to Frank P. Helsell, 
attorney for the Feed Dealers Associa- 
tion of Washington. Mr. Helsell sug- 
gests inserting the following provision 
in the mortgage to cover the point in 
question: 

“This mortgage is given as security 
for the indebtedness shown on its face, 
and also as security for any additional 
indebtedness which may hereafter be- 
come due to the mortgager or mort- 
gagee up to the total of ¢ 

Mr. Helsell maintains that if a mort- 
gage containing this provision is proper- 
ly executed, it will take precedence over 
a second mortgage, both as to the orig- 
inal amount and additional credits. 


OPENS NEW OFFICES 
The California Hawaiian Milling Co., 
San Francisco, Cal., has opened New 
York sales offices at 99 Hudson street. 
The staff in the new office consists of 
Raymond F. Welch and W. I. Brock- 
hurst. 


All members of the Central associa- 
tion subscribe to The Feed Bag. 


We Solicit Your Inquiries 


SCREENINGS 


J. A. FORREST 


Feed Merchant 
SECURITY BLDG. Since 1900 


CANADIAN & DOMESTIC MILLFEED 
ALPINE BRAND OAT PRODUCTS 


Maximum Service and Individual Attention 


MINNEAPOLIS 


Shellbuilder 


is selected, bright in color, odor- 
less, rfectly screened, germ- 
proof, highly digestible, pure. It 
is packaged to sell. 


Write for asam oe (three sizes) and 
a price. You'll like them both. 


SHELLBUILDER, INC. 
Cotton Exchange Bldg. 
Houston, Texas 
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sOyster Shells TER neers 
Cllby; 


Franke Grain 


Incorporated 


Established 1892 


GRAIN AND FEED 


MILWAUKEE, - WISCONSIN 


ll ll 
Straight Cars--Mixed Cars 


Sudden Service 


Bran— Midds—Oil Meal 
Alfalfa Meal—Gluten 
Hominy 
Feed Oatmeal—Oat Feed 
Nopeo Cod Liver Oil 
Peat Moss—Charcoal | 
Meat Scraps—Pearl Grit 
Pilot and Reef Oyster 
Shells 
Corn—Oats—Wheat 
Dried Buttermilk 
Fish Meal 


EVERYTHING FOR THE 
MIXER AND DEALER 


LA BUDDE FEED & GRAIN CO. 


[| MILWAUKEE, WIS. 
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(DEHYDRATED STERILIZED ALFALFA) 


1 is Vitamin ‘‘A”’ in 
= the most economi- 
=. cal form. 


PURDUE UNIVERSITY 


TESTS prove conclusively 


that artificial drying (the 


VITA-GREENS way) pre- 


serves the Vitamin “A” in ‘3 


alfalfa to at least seven 


times the amount found ‘4 


in ordinary sun-cured Al- 


falfa Leaf Meal. 


Write for Samples 


and Prices. 


MANUFACTURED BY 


CALIFORNIA - HAWAIIAN 


MILLING CO., Inc. 


SAN FRANCISCO - CALIFORNIA 


= 


= 


The Burton Mixer 


Guaranteed Thoro- Mixing 


and 


Self Cleaning 


NEW LOW PRICES 


ON NEW 1932 MODELS 


Burton Feed & Mixer Company 
17580 Monica Ave. Detroit, Mich. 


State Agencies Open For Well Established 
usiness Houses 


Page Thirty-five 


: 
é 
3 
‘ 
+3 
: = q 
b 
« 
SS 
d 
“4 
— 
_ 
= 
= 
: 
9. 


CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


PARCEL POST EGG CARTONS 
Packed in bundles of ten. 3 doz. size $.90. 
6 doz. size $1.25. Hundreds satisfied customers. 
Cash. SOUTH HAVEN FRUIT EXCHANGE, 
South Haven, Mich. 


FLOUR MILL FOR SALE 


Flour Mill, Kearney, Nebr., for sale. Capeaity 
200 bbls. We foreclosed property for taxes. Will 
sell for a fraction of its real value. S. Y. GILLAN 
& Co., 840 North 3rd street, Milwaukee, Wis. 


FEEDS AND FEEDING 

Latest complete illustrated edition of Feeds 
and Feeding by Professors . A. Henry and 
F. B. Morrison for sale by The Feed Bag at $4.50 
per copy, f. 0. b. Milwaukee. Special price for 
one copy of Feeds and Feeding in combination 
with a one year subscription to The Feed Bag 
$5.50. Send check or money order with order to 
THE FEED BAG, Milwaukee, Wis. 


LARSON’S SEED HOUSE, Prince- 
ton, Ill, was officially opened April 2. 
The firm specializes in the selling of 
seeds and feeds. 


KUYKENDALL’S FEED STORE, 
West Frankfort, Ill, was badly dam- 
aged by fire recently. The fire origin- 
ated from a stove in the front part of 
the building. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 


502 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“Stand by Stan’’ 


GROUND OAT GROATS 


Low Fibre Content 
NORTH EAST FEED MILL CO. 


MINNEAPOLIS, MINN. 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


Feed Dealers: 


When in need of high quality 
feeds you will make no mistake 
@ by handling... 


Aeme Golden Feeds 
for Farm Animals and Poultry. 
@ They will meet every require- 
ment. Write for descriptive 
pamphlet and dealer’s price list. 


CME MILLING CO., 


J. F. LANTZ, Expert in Animal Nutrition 
Gen’l. Manager. 


MARK REGISTERED 


BADGER BRAND 


Selected Seeds 
and Seed Corn 


L.Teweles Seed Co. | 
Milwaukee, Wisconsin 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS 


Mother ’s Best Flour 


10% TO 14% PROTEIN 


Ground 
Screenings 


DRIED MALT CHAFF 
REGROUND OAT FEED 
BLEVATOR TAILINGS 


All palatable feeds for maintenance and 
production and substitutes for © 
Hay and Roughage 


Carloads $2 to $8 Per Ton 


MANEY BROS. MILL & ELEV. CO. 


MINNEAPOLIS, MINN. 


Quality Does Count 


In tests completed at Madison—in which 
ay every Cod Liver Oil sold in the 

tate was tested— 

NOPCO COD LIVER OIL used at a 
level of 314% added to the basal ration 
showed better results (higher percentage of 
ash in Tibia) than any other oil used at a 
level of 1% added to the basal ration. 

Think of it—Nopco at 4% better than 
any other Oil at 1%. You can always de- 
peed upon Nopco—it is the best Cod Liver 

on the market. Ask us for prices. 


FEED SUPPLIES, INC. 
506 Chamber of Commerce 
Milwaukee Wisconsin 


ALFALFA Meal 
and Leaf Meal 


made from dehydrated 
alfalfa. Your inquiries 
solicited. 


WARD MOORING 


BRYAN, TEXAS 
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Cannon Valley Milling Co. 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 
Write for our prices in straight 
and mixed cars with bran, midd- 


lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


MINNEAPOLIS, MINN. 
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usiness 
expands with 


Printed messages 
They are profitable 


ORTSCH 
BROS. CO. 
Estasusuep 1894 

PRINTERS 
LITHOGRAPHERS 
BINDERS 

522 N. MILWAUKEE STREET 

176 WISCONSIN 
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Washington Association 
Reelects Officers 


R. M. Clagett, Snohomish Feed 
Mills, Inc., Snohomish, Wash., was re- 
elected president of the Feed Dealers 
Association of Washington at the an- 
nual meeting of the organization, held 
at Tacoma, February 20. More than 85 
dealers attended. 


Reports made by the officers of the 
organization revealed that the associa- 
tion in its four years of existence has 
made rapid progress and is in a sound 
financial condition. 


The one-day session was crammed 
with interesting talks and business dis- 
cussions. Speakers were George A. 
Gue, Everett, Wash.; F. Lowden Jones, 
president, Pacific Northwest Grain 
Dealers association; E. A. Boyd, direc- 
tor, Grain & Feed Dealers National as- 
sociation, and Arthur Kulin, Washing- 
ton State college. They discussed mer- 
chandising and legislative problems. 


George R. Thompson, Thompson 
Feed Co., Chehalis, was reelected vice 


INCREASE THE 


MILK YIELD 
BY FEEDING 


PURITY DRIED 
GRAINS 


Protein 21% Fat 6% 


A perfect feed for the 


Dependable 


Western 


Alfalfa Meal 


for 
Dairy and 
Poultry Feeds 


The Denver Alfalfa 
Milling & Products Co. 


LAMAR, COL 
president and Floyd Oles, Seattle, was ee 


retained as manager. 


Dairy Cow and all . 
other farm animals. 


WRITE 


Branch Sales Office, 
403 Merchants Exchange, 
St. Louis, Mo. 


H. LEE EARLY, president, Early & 
Daniel Co., Cincinnati, has retired as 
president of the firm and will become 
chairman of the board. E. B. Terrill, 
a nephew, succeeds him as president. 


Jos. Schlitz Beverage Co. 
Dept G. Milwaukee, Wis. 


hae more of it~ its Healthful 


ARDRATE 


LOUISIANA SALT 


*‘Nature’s Purest’’ 


Here is an economical 
salt, because its strength 
and purity make possible 
the use of less Myles Salt 
than any other salt to do 
a given job. It contains 


Now that I’m here— 
what are YOU going 
to do about it? 


Help me build up resistance to combat 
early chickhood diseases. Give me the 
right kind of feed that I may grow big and 
strong. See that I have clean water and a 
clean, dry shelter. A place free from 
draughts and of even temperature to live in. 


Most important of dll 


Be sure that I get my daily vitamins. 
MARDEN’S CERTIFIED COD LIVER 
OIL in my feed gives me both “‘A” and “‘D”’ 
vitamins in just the right proportions to 
keep me going and growing. And YOU’LL 
be rewarded with bigger chicks and better 
checks in the Fall! 


no moisture when packed 
and is guaranteed not to 


harden. Farmers like 
Myles Salt because of its 
even-running grain and 
general all around use on 
the farm. 


Packed in MylesHome- 
spun Grey or White Bags. 


mums RDRATE artificiallydried 
Alfalfa is the finest meal obtainable 
for mixing with mash and feed for- 
mulas. Ardrate Alfalfa has the 
following advantages over sun- 
dried Alfalfa: 10% more protein; 
7 times richer in vitamin ‘‘A”’; 
lower fibre content; natural color. 


ARNOLD DRYER CO. ‘ 
Manufacturers of the “‘Ardrier”’ 
3000 W. Montana St. 


Write for low quantity prices—now. MILWAUKEE 


Write for Prices and Samples 


Write or wire at 
once for prices and 
generous mixing 
sample. - ---- - 


Myles Salt Co., Ltd. 


Chicago Sales Representative 
360 NO. MICHIGAN AVE., CHICAGO, ILL. 
Telephone State 6276 


MARDEN: WILD Corp. 


512 Columbia St., - Somerville, Mass. 
212 East OhioSt., - Chicago, II. 
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Feed and Grain 


THE RIEBS CO. 


tchell Bu m ng Phone Daly 0336 


INLAND 
TRANSPORTATION 
INSURANCE 


Do You Transport Stock 
by Truck or by Rail? 


All hazards of transportation 
should be covered by insurance 
in the 


MILL MUTUALS 


Write your Insurance Company or 
Agency for particulars, or address 


230 East Ohio Street 


Mutual Fire Prevention Bureau 
Chicago, Illinois 


EUREKA 


SELF-CONTAINED 


BETTER MIXING 
at LOWER COST 


MIXING 


Loader, Mixer 
and Sacker 


3 machines in 1 


Write for Our Catalog 124FB 


S. HOWES CoO., Inc. 


SILVER CREEK, N. Y. 
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Vitamins—Not Fats 
that the young chick needs 


That’s why you need CLO-TRATE 
in your Chick Starter Mash 


This chicken is normal, perfectly healthy, 
and shows no evidence of Vitamin D ae- 
ficiency (leg weakness) nor can any indica- 
tion of Vitamin A deficiency be detected. 
CLO-TRATE was added, at the recom- 
mended level, toa rickets producing ration 
which was fed for the prescribed period. 


T’S the Vitamins A and D in 

cod liver oil that make it so 
valuable to poultry. The fats in 
in the oil are not only useless but 
excess fats are actually harmful to 
chickens. 


That iswhy CLO-TRATE has so 
thoroughly proved its value as the 
best source of these vitamins in 
poultry feed. The illustrations 
clearly show the value of CLO- 
TRATE in the feed beginning with 


is subjected to the most rigid of bio- 
logical tests insuring the potency 
of every batch produced. 


There is no satisfactory substi- 
tute for Vitamins A and D as found 
in cod liver oil and yet the low fat 
tolerance of chickens is recognized 
by all poultry authorities. CLO- 
TRATE is not only the surest way 
of providing an adequate supply 
of these vitamins without danger 
of excess fats but is also the most 


the chick starter mash. economical method you can use. 


CLO-TRATE is a concentrated mixes readily weed feed. It 
cod liver oil from which the bulk !! Pay you to investigate CLO- 
of the non-vitamin-bearing fats has = 
been removed, thus providing the 
maximum amount of Vitamins A Write today to the office nearest 
and D with a minimum amount of you for further information and 
fat. Each batch of the concentrate quotations. 


This chicken is from the same hatch as the 
one above, and received the same diet ex- 
cept that no CLO-TRATE was added. Note 
the general appearance, the very rough 
plumage and rachitic leg conditions, indi- 
cating deficiency in both 
Vitamins A and D. 


HEALTH PRODUCTS 
CORPORATION 


113 North 13th Street, Newark, N. J. 
323 West Polk Street, Chicago, IIl. 


Tune in Saturday Night 


Listen on your radio to ‘‘Danger Fighters”’ 
sponsored by the Health Products Corpora- 
tion. One of the most popular programs 
on the air. You will enjoy these thrilling 
dramas of the heroes of medical science. 
You will also be interested to learn more 
of other products manufactured by this com- 
pany. Every Saturday night—8. P. M. East- 
ern Standard Time. NBC Blue Network. 


Reg. U. S. Pat. Off. 


CONCENTRATED COD LIVER OIL 
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TREHIGHEST PRICED FLOUR IN 
AND WORTH ALIT COSTS 


Prestige 


—can be earned only by pioneering, developing and 
maintaining the highest possible quality. King 
Midas, “The Highest Priced Flour in America 
and Worth All It Costs,’ was introduced more 
than thirty years ago at a time when most mills | 


were forgetting quality in their efforts to quote 


low prices. 


Today, King Midas quality leadership stands 


out more than ever before and merchants 
handling King Midas flour are receiving the 
benefits of the prestige which King Midas com- 


mands in all territories. 


KING MIDAS MILL CO. 


MINNEAPOLIS, MINN. 
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